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New Chamber CEO: 
Karen Colimore 


by Kathy Spring 


aren Colimore, the newly 
appointed president of the Princeton 
Regional Chamber of Commerce, 
won’t have to worry about meeting a 
payroll. So says Michael Hierl, who 
chaired the chamber from 2003 
through 2005, and who now chairs the 
chamber’s foundation. Colimore, who 
has held high-level positions with 
SERV and with Cancer Care of New 
Jersey, was chosen, says Hierl, for her 
experience in managing a mature non- 
profit. That, he says, is what the cham- 
ber is after four years of Kristen Ap- 
pelget’s leadership. 

Hierl, whose day job is leading the 
Pacesetter Group, a management con- 
sulting and software company, says 
that, under Appelget, who resigned 
last spring to become director of com- 


sity, the chamber made enormous 
strides. “We were the 22nd largest 
chamber in the state four years ago, 
and we’re now Sth or 6th,” he says. 

Appelget was, in effect, running a 
start-up, albeit a nearly 50-year-old 
start-up, whose resources were so thin 
that paying staff on time was an issue, 
he says. Chosen from a pool of 300 
candidates in a nationwide search, 
which Hierl headed up, Appelget was 
charged with keeping the organization 
afloat and building programs that 
would attract membership. “She ex- 
ceeded everybody’s expectations,” 
says Hierl. “She hit the ball out of the 
park.” Appelget, he says, left the 
chamber in fine shape in terms of 
membership, up from 400 to 1,000 
during her tenure, and in terms of fi- 
nancial resources. 

“When she left,” says Hierl, “we 
had an opportunity to look for some- 
one with experience at a higher level. 
We were hiring for a very different 
role, for a real CEO role.” 

With a more focused job descrip- 


Luncheon Speaker: 
Virginia Bauer 


by Barbara Fox 


he last time we spoke to Vir- 
ginia Bauer, in October, 2004, she was 
the new CEO and secretary of the New 
Jersey Commerce, Economic Growth, 
and Tourism Commission. She made it 
clear that she prized her ability to listen 
and advocate for business — to bring 
problems to the right agency or legisla- 
tive body. 

Two years later, working for a new 
governor, she welcomes some sweep- 
ing changes that another bureaucrat 
might resist. Governor Jon Corzine set 
up an Office of Economic Growth 
(OEG), headed by Gary Rose (a former 
Goldman Sachs cohort of Corzine’s) 
who is supposed to figure out ways to 
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support the business community. Bauer 
welcomes the OEG’s help. Though 
proud of what she has accomplished, 
she says it has been an uphill climb. 
“No matter how hard you work, New 
Jersey has a lot of problems — taxes, 
cost of living, and regulations — over 
which I can have no control. I have 
been busy putting out fires.” 

She considers Rose to be the wind at 
her back. “Why would I argue when the 
governor says, ‘I can make your job 
easier,” says Bauer. “He knows it has 
been very difficult over the past couple 
of years.” 

Rose has the power to knock heads 
together to make things happen. When 
he brings a problem to an agency, he 
has the governor’s clout behind him. 

Rose also has the experience, as a 
former investment banker, to do the 
analysis for which Bauer freely admits 
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From the Editor 


N ew ideas, new products, new services, and 
new business — that’s what today’s 
Princeton Regional Chamber of Commerce 
Trade Fair promises and — judging from the 
Chamber events we have seen in the past — 
seems highly likely to deliver. 

But the best thing about the entire event is 
that it’s based on an old-fashioned concept — 
people getting together in person to mix and 
mingle, wine and dine, and even listen to some 
live music. It’s all right here in your — and our 
— own backyard. 

With such a delightful combination of ingredi- 
ents we at U.S. 1 are especially pleased to in- 
troduce an old-fashioned newspaper concept 


—a special edition of U.S. 1 that we hope will 
serve as a useful guide as you make your way 
through the exhibit area and a handy resource 
guide after the event, as well, when you may be 
trying to link a name with a company. 

In this transition year for the Chamber, sev- 
eral people deserve special credit: Trade Show 
chair Melissa Tenzer, above right; the chair of 
the Chamber’s board, Karen Jezierny, right; 
and the Chamber staff, in the photo on page 9. 

Normally an editor ends a letter of this sort 
with an invitation to readers to send comments, 
questions, or complaints via mail or E-mail. You 
can do that, of course. But this time you can al- 
so catch me in person at the Breakdown Party 
— |'ll be wearing an old-fashioned name tag. 


Richard K. Rein 
Editor and Publisher 


Program Guide Sponsors 


1-800-GOT-JUNK?, Booth 7 
Brown Dog Marketing, Booths 36 & 59 
Careers USA, Booth 18 


Conference Center at RWJ Center for 
Health & Wellness, Booth 55 


Darren M. Baldo, Esq CPA, LLM, 
Booth 25 


Decor & You, Booth 83 
EmbroidMe, Booth 113 


Hopewell Valley Community Bank, 
Booths 34 & 61 


Hopewell Valley Vineyards, Booth 107 
Karsay Coffee, Booths 84 & 86 


Mason Display Innovations Inc., 
Booth 110 


Mercer Corporate Interiors, Booth 14 
RCH Printing, Booth 21 

R.P. Sobol & Co., Booth 56 

Saums Interiors Inc., Booth 73 

shm Mailers, Booth 26 

Sign-A-Rama, Booth 95 

Synnestvedt & Lechner LLP, Booth 37 
Tooth Fairly Dental Spa, Booth 81 


For an alphabetical listing of Trade 
Fair exhibitors and their booth locations, 
please turn to page 10. For a map of 
booth locations , see page 7. 


Building/interior Design 


Main Street Siding Home Improve- 
ments LLC, Box 3278, Mercerville 
08619. Tom Maslowski. Booth No.: 67. 

609-584-9577 609-584-9579 

tmaslowski@comcast.net 


Interior Plants Inc., 4 Wendover Way, 
Hamilton Square 08690; interior plant 
design, maintenance. Founded 1990. 
Alan Brody, president. Booth No.: 10. 


609-890-9304 609-890-9304 
staff@interiorp lantsinc.com 
www. interiorplantsinc.com 


Decor & You, Princeton 08540; interior 
decorator for residential and commer- 
cial. Betty Brano, designer. Booth No.: 
83. 

609-658-6668 609-945-2335 

bbrano@decorandyou.com 

www.decorandyou.com/bbrano 


Knoll, 1140 Route 22 East, Suite 103, 
Bridgewater 08807; sales office and 
showroom for international office furni- 
ture company. Brigitte Sabar and John 
Covey. Booth No.: 20. 

908-725-2003 

Icovey@knoll.com 

www.knoll.com 


908-429-3457 


Mercer Corporate Interiors, 2901 Route 
1 South, Route 1 Plaza, Lawrenceville 
08648: office furniture outlet — Herman 


Who’s Who at the 2006 Trade Fair 


Miller, Steelcase, Kimball, Knoll, Jofco, 
used furniture bought. Trade fair repre- 
sentative: Judy Caracio. Booth No.: 14. 


609-671-9400 609-671-9420 
mercerinteriors @comcast.net 


Saums Interiors Inc., 75 Princeton Av- 
enue, Hopewell 08525-2095; full-ser- 
vice interior design for commercial and 
residential — products, services, con- 
sulting. Founded 1957. Eileen Saums. 
Booth No.: 73. 


609-466-0479 609-466-8673 


Eagle Building Maintenance & Janitor- 
ial, Box 521, Pennington 08534; also 
Eagle Distributors. Founded 1995. Dan 
Walker, president. Booth No.: 51. 


609-730-1122 609-730-1133 
eaglemaintdist@ aol.com 


JRG Termite and Pest Control, 488 
Stagecoach Road, Clarksburg 08510. 
Peter Katula. Booth No.: 23. 


609-208-1024 609-208-1026 
jrgpest@aol.com 


CertaPro Painters, 5 Mayfarth Terrace, 
Plainsboro 08536; commercial and resi- 
dential painting, interior and exterior, al- 
SO carpentry and  powerwashing. 
Founded 1998. Tim Bruchez. Booth 
No.: 49. 

609-577-9672 

tbruchez@certapro.com 

www.certapro.com 


609-946-3132 


Paint Pro, 614 Route 130, East Windsor 
08520. George Demetriades. Booth 
No.: 22. 


609-490-1239 


Chameleon Marketing Inc., 4 Cam- 
bridge Way, East Windsor 08520; full 
service marketing communications, in- 
cluding interactive marketing, trade 
shows, package design. Founded 1996. 
Daniel Thomas, president. Booth No.: 
35. 


609-448-0560 609-448-1902 
dthomas@chameleon-inc.com 
www.chameleon-inc.com 


American Placemats, 5 Wilson Avenue, 
Denville 07834; New Jersey's largest 
advertising diner placemats. Errol Ern- 
strom. Booth No.: 85. 


973-627-6808 


185 Creative LLC, 201 Cabot Court, 
Deptford 08096; video content produc- 
tion company, shooting in HV, also 
equipment rental. Frank Auer. Booth 
No.: 90. 

646-862-3945 

production@ 185creative.com 


Design Solutions, 114 Rogers Avenue, 
Hightstown 08520; full service design 
firm specializing in illustration and im- 
age retouching. Founded 1990. David 
Spivak, president. Booth No.: 38. 


609-443-3100 609-443-5540 
dspivak@dsol.us 
www.dsol.us 

Continued on folllowing page 


The Trade Fair Schedule 


9:30 a.m.: Ribbon Cutting to open the business 
to business trade show, “It’s Right Here in Your 
Own Back Yard” 


10 a.m.: “Business to Business” Trade Show 
opens with 120 exhibitors. Free admission with 
card. Enter your card for a special drawing. 


Food Tastings: Throughout the day 
Strolling Fashion Shows: 


The Dandeline Shop, Nassau Street, 11 a.m. to 
3 p.m. 

Lord & Taylor, Quakerbridge Mall, 11:30 a.m. 
to 2 p.m. 


Noon to 1:30 p.m.: Luncheon Guest Speaker 
Virginia Bauer, CEO and Secretary of New Jersey 
Commerce, Economic Growth and Tourism Com- 


mission. 


Pre-registration required. There are no guaran- 
tees for admission to the lunch for walk-ins on the 
day of the event. Call 609-924-1776 for reserva- 
tions required or register at www.princetoncham- 


ber.org. 


3 to 5 p.m.: Wine tasting, sponsored by Cross- 


ing Vineyards and Winery 


3 to 5 p.m.: U.S. 1 Newspaper Grand Finale 


Breakdown Party 


4 to 5 p.m.: Jazz by the winner of U.S, 1’s Bat- 


tle of the Bands II contest, Thursday Night Jazz. 
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Brown Dog 
Marketing 


‘Overachievers’ in corporate 


® gifts, promotional products, 


screen printing, & embroidery 


n extreme sense of pride in what 

they do coupled with a “Make it 

Happen” credo drives Brown Dog 
Marketing's staff to “overachieve” for 
every customer with whom they do busi- 
ness. 

According to owner Jim D’Ovidio, that 
means providing the highest quality prod- 
ucts, within budget, as quickly as possi- 
ble, each and every time. “Ask us; we 
don't like to say no,” D'Ovidio explained. 
“Got a tight budget? No problem. Need a 
product fast? We're on it. Think you can't 
afford more? Give us a try.” 

“Our customers keep coming back be- 
cause of two things,” D’Ovidio continued. 
“First, we don't just sell them a product — 
we ask what they are trying to achieve. 
Second, we find out about their target au- 
dience and marketing objectives, and 
match them with the best product. 

“Purchasing promotional products is 
another marketing decision, no different 
than target advertising,” D’Ovidio said. 

@ “It's like asking, ‘should you advertise on 
Howard Stern, Sports Radio, or Lite FM?” 

Because most customers are con- 
cerned about budget, D’Ovidio takes a 
proactive approach. He views promotional 
products as an extension of the marketing 
efforts, and educates customers so they 
achieve their goals within or under bud- 
@ get. There’s a time and a place for a 50- 
cent pen, and a time and a place fora 
Coach product. 

Besides budget, customers are con- 
cerned about how the final product will 
look. This concern is alleviated because 
Brown Dog Marketing can provide a “virtu- 
al sample” 90 percent of the time. That 
means customers can “see” their logos 
and taglines on a specific product, online. 

Brown Dog takes customer care very 
seriously, with comprehensive follow-up, 
right down to tracking the shipment. “Both 
my customer and | know what’s going on 
every step of the way. But follow-up is 
more than tracking,” he added. “If it’s not 
right — we work to make it right.” 

To help assure competitive pricing, 
D’Ovidio recently created a national buy- 
ing group. He consolidated independent 
promotional products companies from 
across the country and pooled their buy- 
ing power, resulting in deep discounts for 
customers. Brown Dog Marketing and its 
partners shop around for the best quality 
products at the best prices so their cus- 


A U.S. 1 ADVERTISING FEATURE 


Meet Us at the Trade Fair 


tomers don't have to. If a customer is able 
to find a better price on a website, howev- 
er, Brown Dog will meet it. 

On October 1, Brown Dog Marketing 
celebrates five years of exceeding cus- 
tomer expectations. D’Ovidio decided to 
specialize in promotional products after 
working both sides of the house: he’d had 
a Career in the sporting goods industry, 
followed by a telecom marketing stint 
where one of his duties was purchasing 
promotional products. No company was 
doing this up to D’Ovidio’s high standards. 
In 2001 the light went on, and D’Ovidio 
vowed to do better than he’d seen done 
before. 

Reliable. Fair. Customer-focused. D’O- 
vidio invites those looking for a better pro- 
motional products buying experience to 
call Brown Dog. “Plus,” he noted, “we’re 
really nice.” 


Brown Dog Marketing, 609-799-5814. 
Fax: 609-799-4921. 
jim@browndogmarketing.com 
www.browndogmarketing.com 


CareersuSA 


Where it’s all about staffing 


he talent pool remains impressive at 
CareersUSA, resulting in clients’ re- 


taining good candidates to help their 
businesses grow. 

In an effort to bring out each candi- 
date’s best, CareersUSA is doing more 
consultative selling. The firm’s experts 
teach candidates how to create an effec- 
tive resume by highlighting their transfer- 
able skills, a must in today’s competitive 
employment arena. 

“We educate our clients and candi- 
dates so they concentrate on their 
strengths. In particular, we present our 
Custom Match, which focuses on a candi- 
date’s skill set and personality. This atten- 
tion to skills and personality helps with re- 
tention,” emphasized Melissa Tenzer, 
president of CareersUSA Princeton. 
“What we change is their perspective. We 
teach candidates to look at everything 
they've done, and identify key areas that 
are relevant across many industries.” 

Tenzer cites public relations, market- 
ing, business development, and hotel 
management as areas that sometimes 
are overlooked when a higher-level candi- 
date presents their credentials. Yet those 
skill sets are easily transferable between 
industries, and add value to the candi- 
date’s resume. Resume consultation is a 


CareersUSA value-added, offered to 
make the hiring process easier for clients. 

Tenzer also takes her expertise on the 
road, speaking to local groups about ef- 
fective resume development. Her advice 
is clear and to the point, just like a solid re- 
sume. 

“Keep it simple,” Tenzer stated. “Start 
with an objective that highlights what you 
have to offer. Some people eliminate 
great experience so a resume is one 
page, yet two pages often are needed for 
most seasoned professionals. Next, focus 
on the skills needed for your dream job. 
Don’t be vague,” she added. “Focus on 
how hiring you will benefit an employer. 
The best employee resumes reflect val- 
ue.” 

Tenzer says there are key words every 
resume should include: teamwork, flexibil- 
ity, detail-oriented, and self-motivated. 
Naturally, the resume should show how a 
candidate developed these important 
characteristics within their work history. 

This year CareersUSA in Princeton is 
celebrating its fifth anniversary. Tenzer 
has been in the staffing industry for more 
than 11 years. Her enthusiasm for the 
clients and the company is a win-win for 
those looking for employment and those 
seeking employees. Nationally, Careers- 
USA is celebrating its 25th anniversary 
this year. 

“| credit our success to my talented, 
hard-working staff, who are adept at 
screening candidates using our ‘prove it’ 
system,” said the modest Tenzer, who this 
year won the Princeton Chamber Entre- 
preneur of the Year Award. “We're able to 
create custom matches from our talented 
candidate pool because we recognize the 
skills that make people successful.” 

CareersUSA Princeton is a small busi- 
ness enterprise and woman-owned busi- 
ness. Tenzer is serving on the Princeton 
Regional Chamber of Commerce Board. 
She is on the steering committee for the 
Eden Fifth Annual 5K Race fundraiser 
next April. She also is on the advisory 
Committee for Contacts Annual fundrais- 
er. And for the third year in a row, busy 
Tenzer is chairing the Trade Fair for the 
Princeton Chamber on Friday, October 6. 

“Come see us at the Westin; it will be a 
day of great festivities,” said Tenzer. 


CareersUSA Princeton Branch, 3371 
Route 1, Suite 214, Lawrenceville 08648. 
609-919-9100. Fax: 609-919-9101. 
mtenzer@careersusa.com 
www.careersusa.com 


1-800-GOT-JUNK? 


The folks who turn 
trash into cash! 


ever lift a finger to haul your own 
N junk away to the curb, never visit 

the dump again, regain the space 
in your home or business, and help the 
environment and community — all in a 
couple of hours? If it sounds too good to 
be true it’s not, according to local entre- 
preneurs Doug and Teri Martin. 

Their new business venture, 1-800- 
GOT-JUNK?, addresses a rising trend in 
the U.S.: accumulating JUNK! The hus- 
band and wife team have introduced the 
environmentally-friendly blue and green 
trucks to New Jersey, answering the need 
for professional junk removal. The Martins 
join a team of more than 260 locations in 
the U.S. that now boast 1-800-GOT- 
JUNK? branded operations. 

1-800-GOT-JUNK? is a full-service 
junk removal company that hauls away 
anything city waste collectors typically 
don’t pick up. Bulk items, such as old fur- 
niture, renovation debris, and backyard 
mess are typical examples. The concept 
for service is simple — friendly, uniformed 
drivers offer a high level of service, calling 
ahead and arriving on schedule. They en- 
sure satisfaction by removing junk from 
where it’s located (not the curb) and 
cleaning up the entire site afterward. 

Since their opening day, the Martins 
have set forth to help New Jersey busi- 
nesses and residents regain their spaces. 
Through 1-800-Got-Junk? the Martins are 
able to provide solutions for realtors, con- 
tractors, and property mangers. Realtors 
can take advantage of the ability to turn 
over properties faster by quickly creating 
a de-cluttered and appealing home to 
buyers. On the same note, contractors 
have been turning to 1-800-GOT-JUNK? 
to efficiently remove debris from their site 
creating a safer working environment. 

1-800-GOT-JUNK? has been and will 
continue working to establish relation- 
ships with local shelters and charities to 
donate needed household items. Martin 
finds that customers appreciate the fact 
that up to 60 percent of the junk removed 
from businesses and residences is being 
recycled or donated to local charities. 

Aware of the wide range of businesses 
increasing their use of technology, a top 
priority of 1-800-GOT-JUNK? has be- 
come recycling E-waste. Known to be 
highly toxic, all electronic waste picked up 
by the junk team is being recycled through 
reputable recyclers and disposed of prop- 
erly, rather than dumped in local landfills. 


Continued on following page 


Sign-A-Rama of East Windsor, 370 Route 
130, East Windsor Town Center, East 
Windsor 08520; full service, custom de- 
signs, banners, commercial real estate 
signs, site signs, full color graphics, trade 
show displays, vehicle lettering, and mag- 
netics. Michele Long. Booth No.: 95. 

609-490-1400 609-490-1212 

michele@signara ma-nj.com 

www.signarama-nj.com 


SHM Mailers, 39 Everett Drive, Building D, 
Box 7696, Princeton Junction 08550-7696; 
® full service direct mail company specializ- 
ing in bulk mail processing, ink jet address- 
ing, automatic wafer sealing, hand assem- 
bly, polybagging, cheshire labeling, folding, 
inserting, and computer work related to di- 
rect mail processing. Founded 1978. Lisa 
Edelstein, sales & marketing director. 
Booth No.: 26. 
609-799-1717 
ledelstein@shm-mailers.com 
www.shm-mailers.com 


* Nassau Broadcasting Partners LP, 619 
Alexander Road, Box 1350, Princeton 
08540; 50 radio stations in seven states, in- 
cluding WHWH-AM, WPST-FM, and 
WCHR-AM, and WTHK-FM. Founded 
1962. Hal Stein. Booth No.: 4. 

609-419-0300 609-419-0143 

pstmail@aol.com 


www.nbpip.com 


The Princeton Packet Inc., 300 Wither- 
spoon Street, Box 350, Princeton 08542; 


609-799-9613 


community newspaper group. Founded 
1786. Jim Kilgore, publisher. Booth No.: 8. 
609-924-3244 609-921-2714 
mplante@pacpub 
www.packetonline.com 


U.S. 1 Publishing Company, 12 Roszel 
Road, Suite C-205, Princeton 08540-6234; 
publisher of weekly business and entertain- 
ment journal, annual Business Directory, 
calendar, sponsor of princetoninfo.com, 
and creator of only comprehensive busi- 
ness database of greater Princeton com- 
munity. Founded 1984. Richard K. Rein, 
editor and publisher. Diana Joseph Riley 
and Martha Moore, sales. Booth No.: 101. 


609-452-7000 609-452-0033 
info@princetoninfo.com 
www.princetoninfo.com 


All-Ways Advertising, 36 Bethpage Drive, 
Monroe Township 08831. Barry Magid. 
Booth No.: 87. 


732-521-4900 


Elizabeth Massa Photography, 1 Tall Tim- 
bers Drive, Princeton 08540; documentary 
photographs. Elizabeth Massa. Booth No.: 
90 


609-651-0120 609-651-0120 
em@elizabethmassaphotograph y.com 
www.elizabethmassaphotography.com 


KFR Communications, 148 Hawkin Road, 
New Egypt 08533. Karen Riley. Booth No.: 
93 


609-578-1304 609-758-7830 


Homes & Land Greater Princeton, 232 
Sunset Avenue, Hightstown 085230; free 
circulation advertising magazine for real 
estate agents, a franchise of Florida-based 
firm. Joanne White, owner. Booth No.: 79. 

609-651-7071 

joannew@homesandlandplatinu 

mcoast.com 

www.homesandland.com 


Mason Display Innovations Inc., 5 Boxal 
Drive, Cranbury 08512; exhibit design, cus- 
tom fabrication, purchase or rental of porta- 
bles and component systems, graphics 
production, and digital printing. Founded 
1981. Mark Mason. Booth No.: 110. 

609-860-0675 609-860-1239 

sales@masondisplay.com 

www.masondisplay.com 


Princeton Computer Support Inc., 3490 
Route 1, Building 7-A, Princeton 08540; 
computer network sales, installation ser- 
vice contracts, support plans, cabling ser- 
vices, VOIP telephony, multimedia, soft- 
ware, repairs. Founded 1985. Kathleen 
Nartowicz, owner and president. Booth 
No.: 27. 

609-520-0770 


pcsisales@pcsi-usa.com 
www.pcsi-usa.com 


Giraffe Tech LLC, Box 414, Plainsboro 
08536. computer repair and servicing — 


609-520-0774 


upgrades, networking, wireless installa- 
tion, firewalls, tuneup. Sam Giraffe. Booth 
No.: 88. 

877-566-4632 

www.giraffetech. biz 


The ARC/Mercer Employment Center, 600 
New York Avenue, Trenton 08638; “Touch 
of Taste” catering and gift baskets, assem- 
bled by staff of non-profit adult training cen- 
ter. Steven Ronin, administrator. Booth 
No.: 66. 

609-393-2483 

arcmercer@arcme rcer.org 


Brown Dog Marketing, 57 Kinglet Drive 
South, Cranbury 08512; promotional prod- 
ucts, corporate gifts, screen printing and 
embroidery. Jim D'Ovidio, president. Booth 
No.: 36, 59. 

609-799-5814 609-799-4921 

jim@browndogmarketing.com 

www.browndogmarketing.com 


Embroid Me, 4120 Quakerbridge Road, 
Lawrenceville 08648; embroidery, screen 
printing, promotional products. Founded 
2005. Kevin Cantwell, principal. Booth No.: 
113. 


609-396-3599 
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1-800-GOT-JUNK? is also unique in its 
use of high-tech systems. The company 
has taken the Sanford and Son idea of 
junk removal right up to the Jetsons’ age. 
Truck team drivers are able to retrieve 
their daily schedules and up to the mo- 
ment job additions directly from Web Ac- 
cess Phones. A corporate intranet pro- 
gram, called ‘JunkNet’ allows the Martins 
and their team to manage a mobile busi- 
ness online including route scheduling, 
staffing, and accounting. Customers can 
also conveniently book junk removal 24/7, 
from their office or home, with 1-800- 
GOT-JUNK?’s online booking service and 
24 hour call center. 


For more information, visit 
www.1800gotjunk.com 
or call 1-800-GOT-JUNK? 


Hopewell Valley 
Community Bank 


We love our customers! 


t Hopewell Valley Community Bank 
Aw: love our customers” and be- 

cause of that they see a positive dif- 
ference in the way they are treated. Yes, 
it's really true, “we love our customers” 
and we want everybody to know it. We put 
the customer first in everything that we do. 
We take the extra step, go the extra mile, 
and give more to our customers than any 
other bank. This philosophy has been our 
hallmark since our inception in 1998, and 
now it is the subject of our new branding 
campaign. You can see it at our Princeton 
Trade Show Booth: “The Love Ya Bank.” 

We offer Free Business or Personal 
Checking with no strings attached. Or take 
the Liberty to simplify your life. Bank when 
you want, where you want, 24 hours a 
day, seven days a week with our Liberty 
Checking accounts. Now our Business 
and Personal customers can take advan- 
tage of FREE internet banking and FREE 
electronic bill payment at www.hvcbon- 
line.com. And sign up for direct deposit 
and receive $25 in your HVCB checking 
account. 

For maximum convenience, 24-hour 
Automated Teller Machines (ATMs) are 
available at all HVCBank offices. Or even 
better, visit our Hopewell Crossing Office 
seven days a week, including Sundays 
from 10-3, for that personal touch. 

Lending activities are oriented to the 
small to medium-sized business, profes- 
sional practices, and consumer and retail 
customers living and working in our mar- 
ket area. We provide traditional business 
financing, including term loans, working 
capital lines of credit, full term commercial 
real estate loans, quick approval of U. S. 
Small Business Administration loans via 
our Preferred Lender Participant status, 
and land acquisition and development 
loans, as well as home equity loans and 
lines of credit, fixed and adjustable rate 
residential mortgage loans, auto loans, 
overdraft lines of credit, and credit card 
services for businesses and individuals. 
We also offer farm loans sold into the sec- 
ondary market, as well as a leasing pro- 
gram. 

Hopewell Valley Community Bank 
takes the time to understand your busi- 
ness goals because we know every busi- 
ness is unique. Loan decision are deliv- 
ered quickly and efficiently. If you have 
any questions at all about how a loan pro- 
gram at HVCBank can take you to the 
next level, call Dick Koenig, Executive 
Vice President and Senior Lending Offi- 
cer, or any one of our experienced lending 
team: Andre Caidini, Wally DeMoss, Linda 
Deckman, Scott Birkner, Ed Alberty, or 
Bruce Turner at 609-466-2900. 

Through the vision and leadership of its 
Board of Directors, the Bank has grown 
consistently since its opening, keeping 
pace with the needs of its customers and 
its community. HVCBank has grown into a 
well-capitalized institution, with a proven 
track record of financial strength, security 
and stability. Yet despite the Bank's 
growth, it has remained true to its original 
“roots” — helping our neighbors fulfill their 
dreams and achieve financial security 


through innovative financial solutions and 
lasting relationships. 


Main Office: 4 Route 31 South, Pen- 
nington. 609-466-2900. 


County Line Office, 280 Route 31, 
Hopewell. 609-466-7399. 


Quakerbridge Office, 3800 Quaker- 
bridge Road, Hamilton. 609-586-0600. 


Hopewell Crossing Office, 802 De- 
now Road, Pennington. 609-737-5151. 


Ewing Office, 180 Scotch Road, Ew- 
ing. 609-882-0300. 


Ringoes Office, 1082 Old York Road, 
Ringoes. 908-237-2215. 


Cranbury Loan Production Office, 37 
North Main Street, Cranbury. 609-409- 
3336. 


Hopewell Valley 
Vineyards 


Great Italian wine right in New 
Jersey 


hree generations of wine making ex- 
perience have come to bear in New 


Jersey, bringing Old World-style 
wines to fruition at Hopewell Valley Vine- 
yards. 

Owners Sergio Neri and Barbara Radz- 
ki brought the family business to the area 
in 2001 by importing wine from Chianti us- 
ing the grapes planted at the family’s vine- 
yard in Castelina in Chianti, Tuscany, and 
from other key wine making areas. In 
2003 Hopewell Valley Vineyards began to 
sell wine from its rustic, cozy winery and 
wine shop. 

“We currently offer 11 wines, ranging 
from sweet dessert wines to very dry and 
robust reds, and everything in between,” 
said Radzki. “We pride ourselves on hav- 
ing something to suit every customer.” 

Hopewell Valley Vineyards’ selections 
include Chardonnay, Pinot Grigio, Vidal 
Blanc, White Merlot, White Port, Merlot, 
Chambourcin, Cabernet Sauvignon, Bar- 
bera and several red blends: Rosso della 
Valle and Stonybrook Dry Blush. The vari- 
etal vines recently planted should yield a 
Brunello-style Sangiovese by 2007. Italian 
heritage and family ties are strong among 
the wine selection, and extends to the ex- 
tra virgin olive oil, imported from the sister- 
in-law’s olive grove in Fattorie di Laura in 
Tuscany. 

“All of our wines have won awards,” 
noted Radzki. “We received Gold medals 
the last two years in the New Jersey Wine 
Competition. We've also won Gold and 
Silver from the LA County Fair Wine & 
Olive Oils of the World Competition, Flori- 
da Wine & Grape Juice Competition, Inter- 
national Eastern Wine Competition, and 
the Finger Lakes International Wine Com- 
petition. We are very proud of these ac- 
complishments, which speak to our quali- 
ty.” 

Born and raised in Milan, Neri brings 
not only first-hand experience, but his 
background in mechanical and agricultur- 
al engineering to Hopewell Valley Vine- 
yards. According to Radzki, it's the tie to 
Old World Italy melded with New World 
flair that makes the winery a fun destina- 
tion for visitors. 

“We do wine tastings Thursday through 
Sunday from noon to 5 p.m., and by ap- 
pointment,” she said. “But a lot of people 
come to spend time snacking or lunching 
with some good wine on our spacious 
desk. We're also a destination for local en- 
tertainment — we have live music from 7 
to 10 p.m. the last Saturday of every 
month.” 

Each October Hopewell Valley Vine- 
yards hosts another form of entertain- 
ment: a Family Festival to benefit the 
Princeton Child Development Institute. 
The couple's son, Davide, attends this 
school that specializes in teaching chil- 
dren with autism. Radzki says the Family 
Festival is a fun way to promote aware- 
ness and raise much-needed support for 
this special school. The Third Annual 
Family Festival will be held Saturday and 
Sunday, October 7 and 8, from noon to 5 
p.m. each day. Other events are posted 
on the winery's website: www. hopewell- 
valleyvineyards.com 


Hopewell Valley Vineyards is open 
Thursday to Sunday from noon to 5 p.m., 
with an extended schedule during the holi- 
day season. The wines also are available 
at select BYOB restaurants, which may of- 
fer them as an extension of Hopewell’s 
winery license. 

Radzki extends a warm invitation to 
wine lovers to visit Hopewell Valley Vine- 
yards and enjoy the best of what Italy of- 
fers right here at home. 


Hopewell Valley Vineyards, 46 Yard 
Road, Pennington. 609-737-4465. Toll 
Free: 866-HVV-Wine. Fax: 609-737-8816. 
www.hopewellvalleyvineyards.com 


Red Wolf Knows... 


... Knows the secret to 
effective marketing 


Group has successfully branded itself 

by moving to a new location, expanding 
the staff to include in-house web design 
and PR, and by introducing new products 
and services. 

And now, under the umbrella of “Red 
Wolf Knows,” the firm is introducing an ex- 
citing new product line that helps small to 
mid-sized companies reach key prospects 
at a quarter of the price it would normally 
cost. 

The “Red Wolf Knows the Secret” con- 
cept introduces theme marketing that re- 
volves around solving real problems busi- 
nesses and consumers face. For exam- 
ple: one ad and postcard, titled “Red Wolf 
Knows the Secret to Effective Branding 
and Marketing,” features Red Wolf De- 
sign, Taylor Photo, U.S. 1 newspaper, and 
SHM Mailers. This gives businesses all of 
the contacts they need to develop an ef- 
fective marketing campaign. 

Red Wolf helps create designs that get 
noticed, Taylor Photo adds photos that 
pop, U.S. 1 lets companies reach the right 
audience, and SHM Mailers can take care 
of all of the direct mail details. “In addition 
to saving the companies that participate 
money, each company benefits by the ha- 
lo effect: we are judged by the company 
we keep,” said Red Wolf Design owner 
and the originator of the concept, Lynne 
Wildenboer. 

A real added advantage to participating 
in the program is that Red Wolf Design 
takes care of all of the details including: 
design, copywriting, photography, print- 
ing, postage and fulfillment, and customiz- 
ing the mailing list to reach the right 
prospects. Participants also can add their 
mailing list names and order additional 
postcards for their own distribution. Typi- 
cal postcard campaigns are designed to 
reach 10,000 prospects and cost $.26 per 
postcard, or $2,600 per participant — 
which is a remarkable deal. 

“There's so much competition for mar- 
keting dollars,” Wildenboer said. “And for 
the consumer's dollar. Involving multiple 
vendors and solutions in one marketing 
piece saves advertisers money while cre- 


nless than a year Red Wolf Design 


Red Wolf Team: Barbara Valenza, right, 
VP of Account Services, Melissa Charry, 
Creative Director, Dale Engelbert, VP of 
Multi-Media and Web, Lynne Wildenboer, 
President, and Michelle Jacobs, far left, 
Graphic Designer. Missing: Ann Langtry, 
VP of PR and Toni Belluscio, Controller. 


ating an easy decision-making scenario 
for consumers. It’s more than a win-win. 
It's a great marketing strategy that cuts 
through the media clutter and leverages 
your company’s investment in marketing.” 

Participation also comes with special 
privileges, including first right of refusal for 
all other mailings, the ability to invite oth- 
ers to participate, the right to retain prod- 
uct category exclusivity, discounts on oth- 
er marketing work, and, in the case of 
postcards, the ability to purchase addition- 
al postcards and, for a small fee, merge- 
purge with a company’s existing mail list. 

Established in 1985, Red Wolf Design 
is €@woman-owned small business with an 
all-woman staff. These creative business- 
women pride themselves on teamwork 
and collaboration to offer timely solutions 
for clients. 

The company now boasts three divi- 
sions: Branding and Design (which han- 
dles: strategic planning, marketing, brand- 
ing, graphic design, Web design and print- 
ing), Red Wolf Knows (which specialized 
in direct mail and advertising campaigns), 
and their Creativity Seminars/Think Tank 
Consulting Division that works with corpo- 
rations and educational institutions. 

Companies can learn more about Red 
Wolf Knows on the web at www.red- 
wolfdesign.com/knows. 


Red Wolf Design Group, 220 Alexan- 
der Street, Princeton. 609-683-9317. 
Fax: 609-683-1804. 
info@redwolfdesign.com 
www.redwolfdesign.com 


Karsay Coffee 


Great coffee and espresso 
service to offices, restaurants 


hat once was a small, family 

wholesale food business a half- 

century ago now is a busy whole- 
sale coffee distributor serving central New 
Jersey offices and restaurants. 

Elmer Karsay's 1950s-era vision con- 
tinues today, three generations later, un- 
der the guiding hand of his grandson Rich 
Karsay. His grandfather's focus on quality 
and service still is a Karsay Coffee priority 
today. 

“Our biggest growth area is in single 
cup coffee service,” Karsay said. “It's a 
convenient way to provide great coffee for 
offices that employ as few as two and as 
many as 2,000. The variety and choices 
are teanoenmcen 8 

rsay Coffee offers a of 
cup coffee brewing cue dee 
cappuccino, coffee and tea by-the-cup are 
ready at the touch of a button. Karsay Cof- 


& 
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fee provides equipment, coffee, and ser- 
vice. 

“We evaluate each customer’s need, 
and make recommendations,” Karsay ex- 
plained. “Depending on the volume, rent- 
free equipment is an option. Our top-notch 
systems include Green Mountain, Flavia 
and, for espresso, Lavazza.” 

Many area restaurants also benefit 
from Karsay Coffee's equipment program. 
Restaurants that purchase espresso may 
be provided with an espresso machine 
free of charge. 

“Our espresso program is unprece- 
dented in the industry,” Karsay said. “It 
covers service, too. So restaurants can 
easily brew the perfect cup of espresso 
knowing their equipment is well taken 
care of.” 

The Karsay Coffee family prides itself 
on 50 years of service, and how it has re- 
tained a family-oriented atmosphere. 
Karsay notes there’s no voice mail during 
regular business hours so customers al- 
Ways can speak to a company represen- 
tative. 

“We're friendly,” he added. “We know 
our customers, and enjoy meeting their 
needs. 

Karsay Coffee will be exhibiting at the 
Princeton Regional Chamber of Com- 
merce Annual Trade Show on Friday, Oc- 
tober 6, at the Westin Princeton Forrestal 
Village. He encourages those looking for 
a great office or restaurant coffee system 
to stop by his booth and learn about 
Karsay Coffee. And to find out about his 
fall promotion. 

“We're distributing Win for Life lottery 


tickets to those who sign-up for a free sys- 


tem demo,” he said of the lottery program 


featuring the chance to win $1,000 a week 


for life. “Using a Karsay Coffee system is 


a wise choice; signing up for a demo could 


be someone’s lucky day.” 
Karsay Coffee, 800-431-5150. 


The Conference Center 
at the RW] Hamilton 


The Center for Health & Well- 
ness helps businesses work 
smarter and healthier by 
offering business retreats 


he key staff members from a com- 
pany that develops management 
software recently assembled in one 
room. Following idle morning chit-chat, 
the employees focused on the task at . 
hand. That task did not include strategiz- 
ing on their latest project — instead, it in- 
cluded concentrating on tennis balls. 
The focus on tennis balls is part of a 


stress management session offered to at- 


tendees of business retreats held at The 
Conference Center at the RWJ Hamilton 
Center for Health & Wellness. As compa- 
nies consider ways to work smarter and 
healthier, they may choose to hold busi- 
ness retreats that focus on releasing ten- 
sion, such as this session led by Integra- 
tive Therapy Nurse Pam Jones from 


Robert Wood Johnson University Hospital 


Hamilton. 

“Companies are beginning to think ‘out 
of the box’ when it comes to ensuring the 
health and well-being of its business and 
employees,” Jones says. “Stress man- 
agement strategies correlate well with a 
productive workforce. | find it remarkable 
to see how the simple use of the right 
tools, in this case a tennis ball, can 
change the outlook of employees.” 

The one-and-a-half hour stress man- 
agement session led by Jones was just 
the beginning of a series of activities that 
the software development company 


arranged as part of its retreat. Their atten- 


dees split the next 45 minutes between a 
Yoga session and receiving chair mas- 
sages from certified massage therapists. 
“Companies are showing greater inter- 
est in helping their employees pursue 
healthy lifestyles and diets,” says Sharon 
Dunham, Manager of The Conference 
Center. “They're discovering that overall 
well-being has a direct correlation to sick 
days used, healthcare costs, and insur- 
ance costs. Programs like business re- 
treats are helping companies to cut insur- 


ance premiums and better protect their 
bottom line.” 

A conference center with resources 
head and shoulders above other area fa- 
cilities, The Conference Center at the 
RW4J Hamilton Center for Health & Well- 
ness is uniquely suited to provide distinc- 
tive business retreats. 

Standard hotel meeting space offers 
limited fitness equipment and smaller 
pools. Clients of The Conference Center, 
however, may secure day passes to the 
on-site 86,000 square foot RWJ Hamilton 
Center for Health & Wellness with its ju- 
nior Olympic size pool, oversized 
whirlpool and therapy pool, and 200 
pieces of the latest fitness equipment. 

Meetings held on academic sites may 
place attendees close to a font of knowl- 
edge, yet few may provide access to on- 
staff instructors. The Conference Center 
offers a staff of experts well versed in as- 
pects of healthcare and fitness education 
that can add substantial variety to any 
gathering. 

“Clients have asked that sessions on 
healthy cooking, massage techniques and 
health screenings be integrated into their 
business retreats,” Dunham says. “We 
have a staff of community educators, 
healthcare experts and fitness instructors 
available to customize programs to meet 
the needs of all attendees.” 

Meeting organizers can arrange for 
their attendees at business retreats in The 
Conference Center to access the ameni- 
ties within the RWJ Hamilton Center for 
Health & Wellness, including on-site 
catering and a European day spa. 

Area businesses continue to embrace 
the full range of capabilities in meeting 
space at The Conference Center with its 
state-of-the-art audio and visual systems 
and Internet access. The facility can ac- 
commodate groups of 2 to 200, with 
breakout classrooms and a 17-worksta- 
tion technology classroom. This leading 
edge business address is also an ap- 
proved venue for conference, banquet, 
and meeting space by the State of New 
Jersey. 


The Conference Center at the RWJ 
Hamilton Center for Health & Wellness, 
Sharon Dunham, Conference Center 
Manager. 606-584-2159. 

E-mail: sdunham@rwiuhh.edu 


Saums Interiors 


Celebrating a half century 
of beautiful homes 


aums Interiors must be doing 
S something right: this family busi- 

ness has flourished in the rapidly 
changing interior design industry for five 
decades. 

It’s likely this success is due to the 
firm’s comprehensive approach to interior 
design. Or its family focus. Or Saums Inte- 
riors’ staff and their design savvy. 

Or all of the above. 

“We do it all, and that’s what sets us 
apart,” said owner and interior designer 
Eileen Saums McCandlish, who has been 
with the company for 30 years. “Yet we 
still maintain family roots. My sister, 
Sharon, manages the paint department. 
Every staff member is a part of our family 
business. Our clients enjoy getting to 
know us because we're one big family.” 

This “Interior Design Center That Does 
It All Since 1957” caters to mid to high-end 
residences, as well as “environments” for 
upscale executive offices. These clients 
appreciate Saums Interiors’ full range of 
services: design, paint, wallpaper, window 
treatments, upholstery and furniture, 
kitchen and bath remodeling, acces- 
sories, floor coverings, and more. 

“Anything you can think of, we do it,” 
McCandlish stated. “We're the grounding 
place to get answers about remodeling.” 

Saums Interiors not only “does it all,” 
but handles it all from start to finish, in- 
cluding overseeing the project, receiving 
deliveries, hiring any subcontractors 
needed and doing “whatever it takes” to 
assure a smooth renovation. The compa- 
ny is a certified New Jersey contractor, 
enabling it to provide a wide range of ser- 
vices, including kitchen and bath remodel- 


ing and installation. McCandlish was 
trained by the National Kitchen-Bath As- 
sociation, and follows that organization's 
guidelines. 

Saums Interiors has been providing su- 
perior service and the “family touch” for 50 
years. Staff are “exceptionally good at 
hand-holding. Our clientele expect ser- 
vice, and we give it to them,” McCandlish 
emphasized. “We cater to you at your 
home or office because we want it to rep- 
resent you and your style.” 

In fact, Saums Interiors’ specialists go 
to clients’ locations in order to best view 
the space. Then they listen, so they can 
present ideas that are right for each 
client's needs, lifestyle and budget. Mc- 
Candlish notes the Route 1 corridor in- 
cludes many professionals who want and 
expect a lovely home and/or a comfort- 
able office. Saums Interiors is one-stop 
shopping for those busy professionals. 

“There's great value in using our com- 
pany,” McCandlish said. “Many clients 
know what they want, but can’t visualize it. 
Many are inspired by HGTV and maga- 
zines, but don't have the time or energy to 
do it themselves. We come in, take a com- 
prehensive look, show you sketches and 
plans, and then make it happen. Others 
have tried to match our service,” she con- 
tinued. “But they just can’t beat 50 years 
experience.” 

McCandlish is so sure she and her de- 
signers can create a harmonious environ- 
ment that she’s making an offer no one 
can refuse. “Mention this article, and we'll 
give you a free design consultation at your 
location,” she said. “Make sure you tell us 
you saw us in U.S. 1 Newspaper.” 


Saums Interiors, 75 Princeton 
Avenue, Hopewell. 609-466-0479. 
saumsint@aol.com 
www.saums.com 


R.P. Sobol & Co. 


Save money by starting site 
selection process early 


By Diana Moor 


hen searching for a new office, 
Vf warencus or laboratory loca- 

tion, it’s never too early to begin 
the site selection process. A minimum of 
12 months is prudent, according to the ex- 
perts at R.P. Sobol & Co. 

There are four distinct stages to site se- 
lection: Planning, Implementation, Negoti- 
ation, and Delivery. According to Bob 
Sobol, president of R.P. Sobol & Co., 
aligning the company’s real estate plan 
with its business plan is the starting point, 
and should begin at least a year before 
the current lease is due to expire. 

“Successful site selection is methodi- 
cal,” Sobol said. “We've perfected the 
process, starting with needs analysis, tar- 
get market selection, and specific build- 
out or retro-fit needs through construction, 
move in and punch list items.” 

Companies relocate for many reasons: 
expansion, consolidation, greater access 
to labor pools and amenities for employ- 
ees. Some companies seek out Urban 
Enterprise Zones for the lower tax rates 
and other incentives. Whatever the rea- 
son, R.P. Sobol & Co. has the expertise to 
guide clients from site selection and relo- 
cation to move in and beyond. 

“Our vast market knowledge gives our 
clients an edge,” Sobol explained. “We 
work creatively to find properties that may 
not necessarily come to mind for a specif- 
ic use. These ‘alternate use properties’ of- 
ten are a great match — but you have to 
know how to find them.” 

Sobol's experience in the Princeton 
area enables him to find properties that 
may not yet be on the open market. His 
network is far-reaching, allowing him to 
match prospective tenants with eager 
landlords, and buyers with would-be sell- 
ers. 

According to Sobol, commercial real 
estate is influenced more so by employ- 
ment rates and the overall state of the 
economy than by rising or falling interest 
rates. “If the economy is strong, many 
companies expand their office space due 
to increased hiring; in slower times, many 


downsize,” said Sobol. “Whatever their 
needs, we are there to service them.” 

Sobol provides service after the sale or 
lease. That includes helping to coordinate 
the move, and recommending architects, 
voice and data service providers, furniture 
vendors, and more. 

“After my clients move into their new 
space, the ‘deal’ is not done for me,” 
Sobol said. “My clients know they can call 
me any time to help them with any prob- 
lems they may encounter.” “Ongoing ser- 
vice is something my clients have come to 
expect,” he said. “And, I’m more than hap- 
py to deliver.” 

R.P. Sobol & Co. has created a niche in 
the office and laboratory space markets. 
Clients include The Robert Wood John- 
son Foundation, AT&T, Bank of America, 
CORE Labs and other savvy companies 
interested in solid tenant representation 
resulting in cost savings. 


To learn more about the Site Selection 
and Relocation process call 
Bob Soboi at 609-658-0333. 
Or E-mail sobol@rpsobol.com 


Tooth Fairy Dental Spa 


Experienced staff, 
high-tech care 


ooth Fairy Dental Spa is known for 
its commitment to technology and 


its caring staff. Technology helps 
the dentists make more accurate diag- 
noses and perform procedures faster and 
more comfortably. It also saves patients 
time and helps alleviate their fears. 

Examples of the office’s high-tech care 
include: Root Canals and Crowns in one 
“virtually pain-free” visit with only one in- 
jection, using CEREC technology for 
crowns and fillings. The facility also em- 
ploys digital radiography, laser technolo- 
gy, conscious sedation, drill-less air abra- 
sion, and painless wand injections 

Comfort also is important. The offices 
have a “spa feeling.” They are warm and 
inviting, from the furnishings to the soft 
music to the aromatherapy. The goal is to 
make sure the office is associated with 
healing, not pain. Another way the staff 
puts patients at ease is by employing a 
holistic approach, which focuses on the 
whole human being. 

Tooth Fairy Dental Spa goes the extra 
mile for its patients in many ways. Rather 
than sending patients to specialists, these 
doctors come to the office so patients can 
been seen in the same, comfortable envi- 
ronment. There is an orthodontist, peri- 
odontist, and oral surgeon on the team. 
The office's staff dentists also are on-call 
24 hours for emergencies. 

The office is owned by two dentists: Dr. 
Nadeem Haseeb and Dr. Marjan Habib- 
ian. Dr. Haseeb graduated from New York 
University College of Dentistry in 1989. 
He has been practicing for more than 16 
years in the greater Princeton area. He is 
very active in the community, and is a 
member of the Academy of General Den- 
tistry, American Academy of Cosmetic 
Dentistry, American Academy of implant 
Dentistry, and American Association of 
Dental Consultants. 

Dr. Habibian also owns the office. She 
graduated from New York College of Den- 
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Tooth Fairy Dental Spa is known for its commitment 
to technology and its caring staff, below. 


Continued from preceding page 


tistry in 1989, and has been 
practicing at this office since its 
inception. She is very active in 
the community, and holds mem- 
berships in the Academy of Gen- 
eral Dentistry, Princeton Rotary 
Club, and West Windsor Chapter 
of Business Network Internation- 
al. 

Dr. Nimrat Heir earned her or- 
thodontic degree from Columbia 
University. She uses the latest 
forms of orthodontic treatments, 
such as Invisalign and Ortho- 
Clear. Dr. Jagdev Heir graduat- 
ed from University of Medicine & 
Dentistry of New Jersey in both 
dentistry and medicine, and 
practices oral and maxilliofacial 
surgery, including cosmetic 
surgery. 

These caring professionals 
believe in educating patients. 
They offer free, monthly lectures 
So patients can learn about all © 


facets of dental health and pose 
questions to the dentists. 
There's also a monthly special to 
make treatments more afford- 
able. Those without dental insur- 
ance can explore the “Tooth 
Fairy Insurance Solution.” The 
office reaches out to seniors, 
and others in lower income cate- 
gories, so dental care can be af- 
fordable to all. 

Later this year Tooth Fairy 
Dental Spa will move to a new lo- 
cation in Plainsboro. The loca- 
tion will be different, but the per- 
sonal attention and high-tech 
care will be the same. 


Tooth Fairy Dental Spa, 
www.toothfairydentalspa.com 


Princeton Meadows Office 
Center, Building 1100, Suite 
1181, Plainsboro. 609-799- 
5577. Fax: 609-799-6633. tooth- 
fairydentalspa@comcast.net 


365 Clarksville Road, West 
Windsor. 609-716-7600. Fax: 
609-716-7083. 
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Hamilton Jewelers, 2542 
Brunswick Pike, Lawrenceville 
08648; headquarters, also with a 
store at Nassau and Witherspoon 
Street. Trade show representa- 
tive, Sally Fineburg. Founded 
1912. Booth No.: 29. 


609-771-6010 609-771-0214 
sfineburg@hamiltonjewelers.com 
www.hamiltonjewelers.com 


Monday Morning Flower and 
Balloon Co., 111 Main Street, 
Princeton Forrestal Village, 
Princeton 08540; flower, balloon 
and gift shop, daily deliveries, 
event decorating available. 
Founded 1988. Kevin Vinicombe, 
owner. Booth No.: 72. 


609-520-2005 609-520-1990 
monmorn@bellatlantic.net 
www.sendingsmiles.com 


Personal Shopper, 717 Mon- 
mouth Road, Wrightstown 
08562; corporate gifts, custom 
gift baskets, and advertising spe- 
cialties. Founded 1986. Dawn 
Lee Platz, president. Booth No.: 
74, 


609-723-5330 609-723-6195 
dawnlp@direcway.com 
www.thepersonalshopper.net 


Culture & Art 


CAPPS/ Peddie School, South 
Main Street, Box A, Hightstown 
08520-1010; non-profit organiza- 
tion offering diverse, high-quality 
cultural experiences in the visual 
and performing arts — Mount- 
Burke Theater. Robert Rund. 
Booth No.: 111. 


609-490-7550 
capps@peddie.org 
www.peddie.org 


609-944-7910 


Red Green Blue True Color Cre- 
ations, 4 Hulfish Street, Prince- 


ton 08542; gift gallery and craft 
studio. Karyn Greco. Booth No.: 
113. 
609-683-5100 
info@redgreenblueonline.com 
www.redgreenblueonline.com 


Environmental 
1-800-Got-Junk, 102 North Main 
Street, Suite 3, Hightstown 


08520; recycling franchise. Doug 
Martin. Booth No.: 7. 


609-490-1045 


Biopro Technology, Edison; 
products to protect from radiation 
emitted by cell phones, comput- 
ers, and other electronic devices. 
Anne Marie Stotka, independent 
consultant. Booth No.: 70. 

732-321-0778 

www.mybiopro.com/amstotka 


CPAs 


Amper, Politziner & Mattia CPAs, 
2015 Lincoln Highway, Edison 
08818-0988; accounting, audit- 
ing, tax and consulting services, 
with offices in Brigewater, Flem- 
ington, Wall, Hackensack, and 
Manhattan. Founded 1965. 
Michael Mattia. Booth No.: 15. 

732-287-1000 732-287-3200 

mmattia@amper.com 

www.amper.com 


WithumSmith+Brown, 5 Vaughn 
Drive, Suite 201, Princeton 
08540; headquarters of certified 
public accounting and consulting 
firm with 300 accounting, audit, 
tax, technology and consulting 
professionals in seven offices in 
New Jersey and Pennsylvania. 
Founded 1974. Leonard H. Smith 
CPA, shareholder in charge. 
Booth No.: 63. 


609-520-1188 
wsbpr@withum.com 
www.withum.com 


609-520-9882 


609-514-3900 
immgrandbank@aol.com 


Hopewell 


609-466-2900 
sfink@hvcbonline.com 
www.hvcbonline.com 


609-426-6514 
clinfo@mcegrawhilicfu.org 
www.mcgrawhillefcu.org 


Third Federal Bank, 3 Penns Trail, 


215-579-4000 
cwindland@thirdfedbank.com 


Leasing 


CIT Systems Leasing, 116 Village 
Boulevard, Suite 200, Princeton 
08540. Paul Silva. Booth No.: 48. 

609-524-4030 609-524-4031 

paul.silva@cit. com 

www.cit.com 


Grand Bank, 4287 Route 1 South, 


Box 940, Monmouth Junction 
08852: commercial bank with 
$160 million in assets. Founded 
2002. Terri Macor. Booth No.: 57. 
609-514-9330 


Valley Community 
Bank, 4 Route 31 South, Box 
999, Pennington 08534; head- 
quarters for local commercial 
bank with $65 million in assets 
and $33 million in loans. Founded 
1999. James Hyman, CEO. 
Trade show rep: Christian Pfef- 
ferle. Booth No.: 34, 61. 

609-730-9144 


McGraw-Hill Employees Federal 


Credit Union, 120 Windsor Cen- 
ter Drive, East Windsor 08520- 
1412; not-for-profit, credit union 
with home banking and bill payer 
service, 800-226-6428. Founded 
1935. Trade fair rep: Jennifer 
Gilbert. Booth No.: 30. 


609-490-0646 


Newtown PA 18940; personal, 
business, special, and internet 
banking. Cathy Windland, 276- 
757-8850. Booth No.: 45, 47. 


215-579-4749 


Continued on page 8 


NT.Callaway 


Real Estate Broker, LLc 


West Windsor Twp. - Painted, polished and ready to go - 
with a generous floor plan and just blocks from the train. 
New Price $480,000 609-921-1050 


Princeton - Charming Dutch Colonial - easy graciousness 
with 5 bedrooms and a lovely deep and secluded yard in the 
Institute area. $1,249,000 609-921-1050 


WWW.NTCALLAWAY.COM 


Lawrence Twp. - Piasecki Enterprises is building another 
showcase Georgian with over 14,000 sq. ft. of exceptional 
living space. 6 bedrooms. 609-921-1050 


Montgomery - This grandly scaled 1937 stone Colonial, 
on a hill site of 25 serene acres has a generous floor plan, 
in-law apartment. $3,290,000 609-921-1050 


4 NASSAU STREET, PRINCETON, NEW JERSEY 609 921 1050 
10 SOUTH MAIN STREET, PENNINGTON, NEW JERSEY 609 737 7765 


Hopewell Twp. - Exquisite 5380 sq. ft. Colonial with excep- 
tional timelessness. On a cul-de-sac bordered by woods. 
5 bedrooms$1,950,000 609-921-1050 


Plainsboro ~ In Plainsboro Village, this house boasts a cus- 
tom designed interior with oak floors and fine appointments 
and superb kitchen. $739,000 609- 921-1050 


Exclusive Affiliate of 
CHRISTIE’S 
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N.T.Callaway 


Real Estate Broker, LLc WWW . N T CA : LAWAY. & O M 


Ewing - This adorable 3-bedroom house is in the favorite East Windsor Twp. - A four room commercial space, with Lawrenceville - This elegantly appointed 3-bedroom town- 
Wilburtha neighborhood on a_ fenced lot. Finished 3 bedrooms and a spacious handsome addition for family house is in the heart of this delightful village. Full basement, 
basement with fireplace. $409,000 609- 921-1050 living/entertaining. $650,000 609- 921-1050 attached garage. $475,000 609-921-1050 


South Brunswick - With a Princeton address, this spacious Montgomery Twp. - This meticulous Devon model, ina Hopewell Twp. - An Elm Ridge Park updated classic boasts 
4-bedroom Traditional is surrounded by lovely landscaping. premium location, boasts extraordinary custom upgrades. southern exposure and a handsome Great Room. Deck, 


In-ground pool. $750,000 609-921-1050 Finished basement. $489,000 609-921-1050 with views, hot tub. $799,000 609-737-7765 
4 NASSAU STREET, PRINCETON, NEW JERSEY 609 921 1050 CHRISTIE'S 


10 SOUTH MAIN STREET, PENNINGTON, NEW JERSEY 609 737 7765 GREAT ESTATES @ 
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Virginia Bauer 
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she has little experience and less 
interest. “We have different skill 
sets. As an investment banker he 
can look at a balance sheet and an- 
alyze ways to provide better help. | 
am not the strategic planner. I don’t 
want to sit and look at numbers. My 
strength as commerce secretary is 
to communicate to the business 
community. I certainly have a 
strong sense of what the business 
community wants and needs, but I 
do not have a monopoly on good 
ideas.” 

A power shift like this might 
have intimidated someone who did 
not have a healthy ego, but Bauer 
says she was not personally intimi- 
dated by the change. “I am very 
happy to have Gary advising the 
governor and to have the governor 
support what we are doing on a 
more elevated scale. I am here to 
work for the state and the governor, 
however best I can do that.” 

Bauer, a 9/11 widow, had 
gained a reputation as a can-do per- 
son when she was an advocate for 
9/11 families and as the head of the 
New Jersey Lottery. She replaced 
former commerce _ secretary 
William Watley, who resigned un- 
der a cloud (U.S. 1, October 27, 
2004). 

The eldest of five children, Vir- 
ginia “Ginny” Bauer grew up in the 
small New Jersey shore town of 
Little Silver, where her mother 
taught fourth grade, and her father 
had a bar and package store. She 
had a lot of responsibility and took 
care of her brothers and sisters. “I 
knew at an early age that I had good 
people skills,” says Bauer. “It is not 
an act with me. I never felt there 
was something I couldn’t do.” 

She went to a small woman’s 
college, Rosemont, outside Phila- 
delphia and met her future hus- 
band, David Bauer, a Villanova 
student. They graduated in 1978 
and married two years later. For 
seven years she worked at Merrill 
Lynch, where she was one of the 
first and youngest female account 
executives. 

Less than a month after her hus- 


band was killed at the World Trade 
Center, Bauer began working in 
Senator Torricelli’s office on a 
9/11 tax bill, advocating for other 
9/11 widows. She says her children 
— two lacrosse-playing sons at 
Georgetown, and a daughter, a se- 
nior at Blair Academy — are her 
greatest accomplishments, but that 
she is proud of what she has done in 
two years at Commerce. “In two 
years we have helped save and at- 
tract over 40,000 jobs and promot- 
ed tourism and expanded that in a 
way that no commerce secretary 
has done.” Her list of accomplish- 
ments: 


Establishing a small business 
continuity task force to help small 
businesses prepare or react to any 
disaster or terrorist attack. 


Increasing international 
trade. “Though I never set foot out 
of the country, we had over 2,000 
matchmaking opportunities that 
brought in 20,000 new jobs, and we 
had 43 foreign companies invest in 
New Jersey businesses. We are do- 
ing matchmaking throughout the 
world and had over 8,000 interna- 
tional meetings over two years.” 

Helping struggling business 
communities. She supported an 
energy sales tax exemption for 
Salem County manufacturers, and 
she serves on the Fort Monmouth 
Economic Revitalization Planning 
Committee. 


Helping particular industries. 
She started a dialogue to help the 
state’s glass industry, located in 
south Jersey, and helped launch 
New Jersey’ biotechnology pres- 
ence at an international conven- 
tion. 


Streamlining the information 
process. The customer call center 
that Bauer planned in 2004 was im- 
plemented in 2005 and has assisted 
more than 40,000 calls. It also in- 
corporated travel and tourism calls, 
which saved the division $130,000 
per year. 


Improving tourism market- 
ing. Bauer reformed a marketing 
sponsorship program to leverage 
limited funds in ways that benefit 
tourism destinations large and 
small. In the past the Princeton Re- 


gional Chamber has qualified for 
this program by raising 25 percent 
of the funds from non-state sources 
in order to fund a promotion. Last 
year it helped pay for “Holidays in 
Princeton” banners in railroad sta- 
tions in New York and Philadel- 
phia and four-color brochures. 


She’s also particularly proud to 
have secured celebrity backing 
from New Jersey native Jon Bon 
Jovi for use of his song “Who Says 
You Can’t Go Home” for use in 
tourism television commercials. 

As for the future, Bauer will cite 
the familiar slogan about how this 
governor, with his investment 
banking background, is committed 
to the cause of helping business. 

And why will his plan work? 
Bauer answers by telling why pre- 
vious strategies did not work: “In 
New Jersey we tend to be reactive.” 


[a 
‘Now we are much 
more proactive. With 
the governor’s strate- 
gic business plan, we 
now have policy and 
long term goals we 
never had before.’ 


If a company wants to leave the 
state, officials try to persuade them 
to stay. If a company asks about 
moving into the state, they rally to 
support that. And then they go back 
to their desks. “But now we are ina 
much more proactive position. 
With the governor’s strategic busi- 
ness plan, we now have policy and 
long term goals and suggestions 
and ideas that we never had be- 
fore.” 

Previous governors did have 
think tanks, like Prosperity New 
Jersey, which were supposed to 
present ideas and strategies, but 
they were understaffed and had lit- 
tle power. “Business never had the 
support of the past couple of ad- 
ministrations,” says Bauer. “If you 
don’t have your commander in 
chief involved with business lead- 
ers, nothing is going to happen.” 

A new website is the visible cen- 


terpiece for Rose’s efforts. Entitled 
“Taking Care of Business” 
(www.state.nj.us/njbusiness) it 
links to other divisions (state, com- 
merce, Economic Development 
Authority, Small Business Devel- 
opment Center) to help the reader 
find what they need. Rose also 
promises to revamp the call center, 
one more time. 

Incentive grants are being re- 
viewed, Bauer promises. Is the 
Business Employment Incentive 
Program (BEIP) really working to 
retain companies in this state, or 
are companies just pretending to 
want to move out of state in order to 
get the BEIP money. “You always 
hope, in good faith, that businesses 
are honest,” she says. “A company 
has to give us a material factor that, 
for want of this factor, they WILL 
move.” 

And does the program really re- 
sult in more jobs? Two years ago 
New Jersey promised NRG $7.5 
million over a 10-year period for 
creating 140 new jobs on Roszel 
Road, and the company now has 
240 people working there. But in 
New York State NRG is under fire 
for gaining similar grants program 
without delivering the jobs. 

“We are starting to look at these 
incentives but plan no dramatic 
changes,” says Bauer. “We have to 
make sure they are still relevant.” 

She acknowledges that many 
important location decisions are 
made for personal reasons. Interac- 
tions LLC, for instance, just fin- 
ished moving 50 jobs from 
Princess Road to Indiana, where it 
plans to create 140 more jobs. 

“The state of Indiana provided 
enormous incentives,” she ex- 
plains but adds that the company’s 
founders pointed to personal rea- 
sons as a major force behind the 
move. Both of the founders and 
their wives have family in Indiana. 

“We have looked at other states 
best practices and a lot of New Jer- 
sey programs are very good,” says 
Bauer. “Hopefully we have more 
winners than losers. We have 
saved major companies like Veri- 
zon, Celgene, Citigroup, and No- 
vartis — all of them had strong rea- 
sons to leave the state.” 

Another area of change will be 


support for minority-owned and 
women-owned businesses. Citing 
dismaying statistics — these firms 
represent from 20 to 28 percent of 
the state’s small businesses, yet 
just three percent of them get state 
contracts — Corzine created a new 
Division of Minority and Women 
Business Development to hold 
every everyone’s feet to the fire. 

From now on, any state organi- 
zation must submit a quarterly re- 
port defending the number of con- 
tracts it has made with women 
and/or minority owned businesses. 
Each entity must also appoint a li- 
aison to the new division. An elec- 
tronic database of qualified suppli- 
ers will be created, and methods of 
monitoring MWBE participation 
will be developed, all to be over- 
seen by the new Minority and 
Women’s Business Development 
Advisory Council. 

This council, says Bauer, is an 
example of what can be accom- 
plished by executive order. Under 
this plan, white males “will have as 
much opportunity as anybody else, 
they just won’t have more.” 

Virginia Bauer “is certainly a re- 
freshing change from the previous 
administration,” says Dick Wood- 
bridge of Synnestvedt Lechner & 
Woodbridge on Nassau Street, 
though he questions whether the 
state pays enough attention to start- 
ups and high tech businesses ver- 
sus big business. “I admire the way 
she can walk into a group and talk 
to them — not talk at them. I am 
still a fan.” 

Bauer’s current mission: to im- 
plement and advocate what the Of- 
fice of Economic Growth estab- 
lishes, “to continue to listen to the 

business community, find out how 
we can support them, let the busi- 
ness community know how we can 
support them. Call centers are 
great, websites are great, but busi- 
nesses still need a face, somebody 
out there who can communicate 
with them,” she says. 

“I am very confident in compet- 
ing with men. If I didn’t feel this 
was the right thing to do, I would 
have said so. I like being the am- 
bassador to the business communi- 


ty.” 


Who's Who at the Fair 


G.R. Murray Insurance, 707 State Road, 
Suite 101, Box 83, Princeton 08542-0083; 


a division of O’Gorman & Young Inc. of 


conference rooms. Katie Schondel. Booth 
No.: 105. 


609-921-3600 


Continued from page 6 


Wachovia, 32 East Front Street, Trenton 
08608; southern New Jersey regional hq 
(WB). Founded 1908. Suzanne Svizeny, 
regional president. Booth No.: 40. 

800-922-4684 

stacy.mattia@wachovia.com 

www.wachovia.com 


Yardville National Bank, 4120 Quaker- 
bridge Road, Lawrenceville 08648. Found- 
ed 2005. John Papakonstantinou, branch 
manager. Booth No.: 9. 

609-750-8532 

papakonstantinou@ynb.com 

www.ynb.com 


Allen & Stults Co. Inc., 106 North Main 
Street, Box 110, Hightstown 08520; inde- 
pendent agency offering home, auto, busi- 
ness, life, disability, group benefits, also fi- 
nancial planning. Founded 1881. Trade 
show rep: Gerald Ford. Booth No.: 58. 

609-448-0110 609-448-8063 

gford@allenstults.com 

www.allenstults.com 


Genworth Financial/Specialized Insur- 
ance Solutions, 22 Samuel Drive, Flem- 
ington 08822; long-term care insurance. 
Susan Pepe. Booth No.: 46. 


609-750-0724 


908-237-1425 


Liberty Mutual, 3131 Princeton Pike, Build- 
ing 1B, Suite 203, Lawrenceville 08648. 
Traci Kelly. Booth No.: 62. 

609-882-5001 

traci.kelly@libertymutual.com 


609-896-0619 


J 


Chatham. Founded 1955. Trade show rep- 
resentative: Elizabeth Donaway. Booth 
No.: 33. 
609-924-5000 
grmurrayinc@msn.com 


American Cornerstone Group, 1022 Colo- 
nial Avenue, Bensalem 19020; security 
and investment advisory services. Marc 
Rosenblum. Booth No.: 52. 

215-638-7676 215-638-9850 

marc@americancornerstonegroup.com 

www.americancornerstonegroup.com 


609-924-8487 


David Lerner Associates, 221 Rockingham 
Row, Princeton 08540; investments focus- 
ing on dividends and interest. Gary Stefan- 
ski. Booth No.: 16. 

609-806-2700 609-520-8496 

gary.stefanski@davidlerner.com 

www.davidierner.com 


UBS Financial Services, 100 Overlook 
Center, Suite 400, Box 621, Princeton 
08543-0621; stock brokerage. Founded 
1879. Patricia Trapp. Booth No.: 32. 

609-919-3676 609-452-1891 

www.ubs.com 


Mercer County Office of Economic Op- 
portunity, 640 South Broad Street, Room 
423, Box 8068, Trenton 08650-8068. 
Trade fair representative: Nancy Coffee. 
Booth No.: 103. 


Homewood Suites by Hilton, 3819 Route 1 
South, Plainsboro 08536; 142 room all- 
Suite hotel, fitness center, indoor heated 
pool with jacuzzi, breakfast included, din- 
ner nightly M-T, full kitchens, meeting room 
for 65 people. Founded 2006. Traci Pow- 
ers, director of sales. Booth No.: 112. 

908-209-4070 609-720-0551 

tpowers@hmco.net 

www.homewoodsuites.com/princeton 


Nassau Inn, 10 Palmer Square, Princeton 
08542; hotel with Yankee Doodle Tap 
Room restaurant, 203 rooms. Founded 
1756. Kelly Flynn, sales. Booth No.: 104. 

609-688-2622 609-921-9385 

sales@nassauinn.com 

www.nassauinn.com 


Premiere Hotel (soon to be Doubletree), 
4355 Route 1 South at Ridge Road, Prince- 
ton 08540; full service hotel including 
restaurant, lounge, conference, and ban- 
quet facilities, 240 rooms. Founded 1983. 
Laurie Buico, director of sales. Booth No.: 
108. 

609-452-2400 609-452-2494 

|.buico@princetonpremiere.com 

www.princetonpremiere.com 


Princeton Marriott Hotel & Conference 
Center at Forrestal, 100 College Road 
East, Princeton 08540; conference center 
hotel with two restaurants, a day spa, and 
complete recreation facilities on 25 wooded 
acres, 290 rooms. Founded 1981. Craig 
Covino, sales. Booth No.: 109, 


609-452-7800 609-520-0728 
craig.covino@marriott.com 
www. marriott.com 


Chauncey Conference Center/Harrison, 
Rosedale Road, Princeton 08541: 379 
acres with guest rooms, 22 fully equipped 


609-252-8212 
weiss-ed@aramar k.com 
www.ahl-chauncey.com 


Garden Theatre Inc., 160 Nassau Street, 
Princeton 08540; movie theater that also 
functions as a conference center. Larry 
Haber and Sean Crean. Booth No.: 12. 

973-473-8002 973-473-8808 

lhaber@destinta.com 

www.thegardentheatre.com 


Harrison Conference Center & Hotel, 900 
Scudders Mill Road, Princeton Forrestal 
Center, Plainsboro 08536; conference and 
training center open to outside organiza- 
tions, 800-564-6194. Founded 1985. Trade 
show rep: Britt Landkorn. Booth No.: 105. 

609-936-4200 609-936-6513 

weiss-ed@aramark.com 

www.ahl-harrisonprinceton.com 


RWJ Conference Center, 3100 Quaker- 
bridge Road, Clover Square Shopping 
Center, Mercerville 08619: seating for 200 
people, four break-out rooms, health cook- 
ing kitchen, and computer lab. Sharon Dun- 
ham, center manager. Booth No.: 55. 

609-584-2159 

www.rwihamilton.org/cfn room 


Attorneys 


Archer & Greiner PC, 700 Alexander Park, 
Suite 102, Princeton 08540; corporate, la- 
bor and employment, real estate, land use, 
environmental, tax, trust and estates, . 
based in Haddonfield. Founded 1928. 
Trade show rep: Karen Kruza. Booth No.: 


609-580-0051 


OCTOBER 6, 2006 


U.S.1 TRADE FAIRGUIDE 9 


Chamber's Colimore 
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tion, the chamber’s search commit- 
tee, headed up by chamber chair 
Karen Jezierny, director of public 
affairs at Princeton University, 
looked at a smaller pool of candi- 
dates. “We had a targeted ap- 
proach,” says Hierl. “The applicant 
pool was more experienced and 
more senior.” 


The chamber spent a great 
deal of time defining exactly what 
skills that manager should have, 
and sought input from many 
sources. “Melissa Tenzer, the own- 
er of CareersUSA, talked to Mark 
Schweiker, the former governor of 
Pennsylvania,” says Hierl. “He 
heads the Greater Philadelphia 
Chamber of Commerce now.” 
With some knowledge of the 
Princeton Regional Chamber, 
Schweiker, who has spoken at 
chamber events, told her that the 
organization was at a point where it 
should look for fundraising experi- 
ence as it evaluated candidates. 

Other key attributes the cham- 
ber sought included proven ability 
to lead a staff, motivate volunteers, 
and create programs that would en- 
gage members. 

Then there’s the personality 
piece. “I knew Karen from Cancer 
Care,” says Larry Krampf, mem- 
ber of the search committee and 
president of Princeton Communi- 
cations. “She’s a good consensus 
builder and she has excellent inter- 
personal skills.” 

Yes, she does. After five min- 
utes, Colimore seems like an old 
friend. Sure, it’s a cliche, but she is 
an extraordinary example of the 
phenomenon. Meeting with her in 
a conference room feels like set- 
tling in on the back porch for a nice 
long chat with a childhood friend. 
This ability to form an instant con- 
nection is a gift — it can’t be 
learned. And most often, as is the 
case with Colimore, it is accompa- 
nied by a sunny personality. 

Her warm, empathetic ap- 
proach, coupled with just the right 
mix of diffidence and intelligence, 


serves Colimore well as she travels 
the windey — but always upward 
— road that so many ambitious fe- 
male Baby Boomer are navigating. 

Colimore is a native of Balti- 

more, where her father, an Italian 
immigrant, owned a construction 
business, and her mother worked in 
a department store. The oldest of 
four siblings, she has one brother, 
an architect and guitar maker who 
lives in Western Maryland. Both of 
her sisters have remained in Balti- 
more, where one works for the Post 
Office and the other is a chef who 
owns the Pierpoint restaurant in the 
Federal Hill section of the city, 
across from the Inner Harbor. 

Colimore studied at the Univer- 
sity of California at Santa Cruz, 
where she earned a degree in psy- 
chology, summa cum laude, in 
1984. She was married as an under- 
graduate, to Robert Shaw, a busi- 
ness consultant in the Princeton 
area and the author of “Trust in the 
Balance.” The pair, now divorced, 
have a 21-year-old daughter, 
Gabrielle Shaw, a communications 
major at New York University. 
During their undergraduate days 
both were studious, eschewing 
surfing for the library, where Col- 
imore spent most of her California 
days. 

They headed east so that Shaw 
could pursue a graduate degree at 
Yale, where Colimore worked for 
four years. Her first job there was 
as a research assistant for Yale 
Family Television Research. “We 
looked at the effect of cartoons on 
children,” she says. It was interest- 
ing work, and had an effect on what 
she allowed her daughter to watch 
on television, but after two years 
she moved on to the university’s 
development office. There she 
found her life’s work. She has been 
involved in fundraising in one form 
or another ever since. 

Fundraising, she points out, is 
not just asking for a check. “At 
Yale I identified majors donors,” 
she says. The work involved re- 
searching the lives of Yale gradu- 
ates, and she found it fascinating to 
be involved with the likes of Meryl 
Streep, a Yalie who has been active 
in supporting her alma mater’s arts 
programs. 


She was then recruited by 
Yale’s development department to 
work with Fortune 100 companies. 
It was there that she found her 
niche, encouraging corporations to 
join membership programs. “It’s 
similar to what we do here,” she 
says from her new chamber office. 
A corporate donor would make a 
contribution to become a member, 
and in turn, some of its executives 
would be invited to special lectures 
or to meetings with top economics’ 
professors, who would discourse 
on economic trends. 

“It’s very appealing,” says Col- 
imore. Corporations receive sub- 
stantial benefits even as they aid 
the institution. 

The chamber model is a little 
different, but appeals to the same 
dynamic. Corporations, and in the 
case of the chamber, mid-size and 
small businesses as well, pay dues, 
and in return reap the opportunity 
to serve on committees and boards, 
recruit well-known speakers for 
events, and enjoy the kind of close 
contact that can lead to business 
opportunities. 

Colimore then went to work for 
SERV Behavioral Health System, 
a 32-year-old West Trenton-based 
non-profit that serves chronically 
mentally ill individuals, children 


Beth tae et 
Among the first initia- 
tives to receive Col- 
imore’s attention is 
the revitalization of 
the Princeton Cham- 
ber Foundation. 


EERE 
with severe emotional difficulties, 
and substance abusers. As vice 
president of fund development, she 
tripled the organization’s annual 
budget to $24 million and was pro- 
moted to president. 

After 10 years Colimore accept- 
ed a job as executive director of 
Cancer Care of New Jersey, over- 
seeing fundraising events, founda- 
tion and corporate grant proposals, 
an annual appeal, and three sepa- 
rate boards of directors. 

So many of Colimore’s respon- 
sibilities at these non-profits over- 
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New Chamber Lineup: Debbie Kilmer, left, Robin 
Anderson, new CEO Karen Colimore, and Joanne 
Meehan hope to combine their expertise to build 

a family of chamber companies. 


lap with her job description as pres- 
ident of the chamber. “The job re- 
quires marketing and PR skills,” 
says Krampf. Crucially, heading 
up the chamber also requires just 
the right touch with its board. “You 
have to work with multiple person- 
alities on the board,” says Krampf. 
One doesn’t have to be especially 
skilled at reading between the lines 
to guess that this is a key, and po- 
tentially thorny, task. But having 
reported to three boards at Cancer 
Care, Colimore should be up to it. 

““She’s a pleasure to work with,” 
says Krampf. 

Less than one year ago she was 
recruited to work for the New York 
University Medical Center in New 
York City by a former colleague at 
Cancer Care. Her position was se- 
nior director of major gifts, a job 
that involved soliciting donations 
of $50,000 to several million dol- 
lars from individuals, corpora- 
tions, and family foundations. 

She says that she “closed some 
fairly large donations” and enjoyed 
the work. But she had under-esti- 
mated the misery of the commute. 
Beyond the physical drain that 
commuting inflicts, she found that 
it left her no time for the rest of her 
life — for friends, hobbies, work- 
ing out. 

Just in the process of moving in- 
to her office, and into her new 


apartment in Hopewell, on a 97- 
acre farm, Colimore is delighted to 
be off the train and back in Prince- 
ton. 

The chamber initiative she men- 
tions as among the first to receive 
her attention is the revitalization of 
the Princeton Regional Chamber 
Foundation. In existence for 10 
years, it is now gearing up to sup- 
port programs that promote civic 
involvement and form leaders to 
replace the pre-Baby Boom gener- 
ation, which is set to retire from its 
role of community leadership. 

Colimore is taking over with the 
busy fall season of lectures and 
meetings just around the corner. 
None of it ruffles her. She has the 
confidence that comes from deep 
experience in all aspects of her new 

job, and that she has the backing of 
a chamber that wants to give her all 
of the resources it has amassed to 
use in taking it to the next level. 
“We want to give Karen the abil- 
ity not to worry about meeting pay- 
roll,” says Hierl. “She can concen- 
trate on what we need to do to con- 
nect the chamber with the greater 
community. There’s the chamber, 
the convention and visitors bureau, 
and the foundation. Her role will be 
to integrate and build a family of 
chamber companies. We didn’t 
hire a CEO for the way we are now, 
but for how we will be in 10 years.” 


Darren M. Baldo CPA LLM, 4093 Quaker- 
bridge Road, Princeton Junction 08550; 
corporate, tax, estate planning, employ- 
ment. Founded 2002. Booth No.: 25. 

609-799-0090 609-799-0095 

darren@dbaldolaw.com 

www.dbaldolaw.com 


Synnestvedt Lechner & Woodbridge LLP, 
112 Nassau Street, Box 592, Princeton 
08542-0592; focus on domestic and inter- 
national patents, trademarks, copyrights, li- 
censing, internet law and litigation. Found- 
ed 1997. Richard Woodbridge, managing 
partner. Booth No.: 37 

609-924-3773 

rwoodbridge@synniech.com 

www.synniech.com 


Action International Business Coaching, 
100 Overlook Center, Second Floor, 
Princeton 08540; business coaching ser- 
vices, workshops, and classes. Marshall 
Calman. Booth No.: 44. 

609-275-1008 609-275-1283 

Marshallcalman@action-international.com 

www.actioncoaching.com/johnkirk 


Customized Benefit Solutions, 125 Rail- 
road Avenue, Suite 2, Hightstown 08520; 
insurance broker, health benefits. Vladimir 
St. Phard, president. Booth No.: 5. 

609-371-5823 609-448-0487 

viadimir@custombens.com 

www.cbsibenefits.com 


Gevity, 333 Thornall Street, Suite 502, Edi- 
son 08837; human resources administra- 
tion, based in Florida (GVHR). Founded 
1980. Scott Carpenter. Booth No.: 3. 

732-321-9100 732-321-9190 

scott.carpenter@gevity.com 

www.gevity.com 


609-924-1811 


Team Link, 62 Pennsylvania Avenue, Flem- 
ington 08822; payroll, benefits, and human 
resources services. George Ditzler, owner. 
Dave Monaghan, sales. Booth No.: 88. 

908-788-7900 908-788-9111 

dmonaghan@teamlinkhr.com 

www.teamlinkhr.com 


Employment Agencies 


Careers USA, 3371 Route 1, Suite 214, 
Lawrenceville 08648; temporary, tempo- 
rary-direct hire, permanent staffing — ad- 
ministrative, customer service, accounting, 
and light service personnel. Founded 1981. 
Melissa Tenzer, president. Booth No.: 18. 

609-919-9100 609-919-9101 

mtenzer@careersusa.com 

www.careersusa.com 


Express Personnel, 510 Route 130, Royal 
Plaza, East Windsor 08520; temporary and 
permanent staffing solutions. Founded 
1983. Nancy Napier, owner. Trade show 
representative: Debbie Eisenbrey. Booth 
No.: 28. 

609-918-1088 609-918-1044 

jobs.princeton@expresspersonnel.com 

www.expresspersonnel.com 


Lorelei Personnel Inc., 1 Auer Court, 
Williamsburg Commons, East Brunswick 
08816; permanent and temporary employ- 
ment agency and staffing services — ac- 
counting & finance, office support, legal, 
fashion/apparel, executive search, IT, mar- 
keting/sales, management, pharmaceuti- 
cal/biotech, secretarial, warehouse/man- 
agement, entertainment/media, engineer- 
ing/environmental. Founded 1983. Marilyn 
Kirsner, trade fair representative. Booth 


No.: 54. 
732-390-1170 732-390-9150 
mkirsner@loreleipersonnel.com 
www.loreleipersonnel.com 


Princeton Staffing Group, 116 Village 
Boulevard, Suite 200, Princeton 08540; 
temporary and direct hire — accounting, fi- 
nance, administrative, HR. Founded 2002. 
Ron Safier. Booth No.: 75. 


609-524-4024 609-524-4027 
www.princetonstaffinggroup.com 


Kelly Services, 204 A Neilson Street, New 
Brunswick 08901. Dennis Agerup, manag- 
er, Kelly IT Resources. Also Kelly Financial 
Resources, Kelly Engineering Resources, 
Kelly Scientific Resources, and Kelly Ser- 
vices. Booth number 11. 


732-296-9464 732-296-9508 
www.kellyservices.com 


Printing & Copying 


Contempo Press Inc., 3371 Route 1 South, 
Lawrence Commons, Suite 104, 
Lawrenceville 08648; one-to-six color com- 
mercial printing capabilities, desktop pub- 
lishing, pre-press, based in Clifton, NJ. 
Founded 1977. Trudy R. Schleifer, regional 
sales manager. Booth No.: 39. 

609-897-0808 609-897-0820 

tschleifer@contempopress.com 

www.contempopress.com 


Document Depot, 126 Stanhope Street, 
Princeton Forrestal Village, Princeton 
08540; b/w copies, color laser prints, full 
color posters, engineering prints, and 
graphic design. Founded 1998. Edward 
Keenan, owner and president. Booth No.: 
91. 

609-520-0094 

documentdepot@verizon.net 

www.documentdepot.net 


RCH Printing Inc., 1873 North Olden Av- 
enue Extension, Trenton 08638; direct 


mail, design and copywriting, printing, ful- 
fillment, format consultation (formerly Jeff 


609-520-1294 


the Printer). Founded 2005. Bob Houghton, 

owner. Booth No.: 21. 
609-883-6858 
bhoughton@rchprinting.com 
www.rchprinting.com 


609-883-7799 


Harwill-Express Press, 375 Route 130, 
Suite 6, Hightstown 08520; graphics de- 
sign, prepress production, and one to four- 
color printing and copying, plus bindery. 
Founded 1973. Steven Portrude, presi- 
dent. Booth No.: 60. 


609-443-5900 609-443-4601 
www.harwillexpresspress.com 


R.P. Sobol & Co. LLC, 212 Carnegie Cen- 
ter, Suite 206, Princeton 08540; tenant rep- 
resentation, site selection, relocation and 
property disposition, also 199 Main Street, 
Woodbridge NJ 07095 (). Robert P. Sobol, 
president/CEO. Booth No.: 56. 

609-658-0333 732-750-8955 

sobol@rpsobol.com 

www.rpsobol.com 


Palmer Square Management LLC, 40 Nas- 
sau Street, Princeton 08542; managers of 
the retail shops, offices, and condomini- 
ums, 800-644-3489. Founded 1987. Trade 
fair rep, Anita Fresolone. Booth No.: 104. 


609-921-2333 609-921-3797 


afresolone@palmersquare.com 
www.palmersquare.com 


Princeton Forrestal Village, 201 Rocking- 
ham Row, Princeton Forrestal Village, 
Princeton 08540; mixed-use office and re- 
tail center. Founded 1987. Kristen Murphy, 
sales. Booth No.: 78. 

609-799-7400 


www .thegalecompany.com 


609-799-0245 
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The Exhibitors, 
From A to Z 


A-1 Limousine, Booth 19 
AAA Vacation Store, Booth 64 
ARC/Mercer Employment, Booth 66 
Action International Coaching, Booth 44 
All-Ways Advertising, Booth 87 
Allen & Stults Co. Inc., Booth 58 
American Cornerstone Group, Booth 52 
American Placemats, Booth 85 
Amper, Politziner & Mattia, Booth 15 
Archer & Greiner PC, Booth 53 
AAMH, Booth 77 
Au Pair Care, Booth 69 
Darren M. Baldo CPA LLM, Booth 25 
Biopro Technology, Booth 70 
Borough Merchants, Booth 106 
Brown Dog Marketing, Booths 36, 59 
CIT Systems Leasing, Booth 48 
Can Do Fitness, Booth 80 
CAPPS/ Peddie School, Booth 111 
Careers USA, Booth 18 
CertaPro Painters, Booth 49 
Chameleon Marketing Inc., Booth 35 


Decor & You, Booth 83 

Design Solutions, Booth 38 

Directravel Princeton, Booth 76 
Document Depot, Booth 91 

e.comm Technologies, Booth 31 

Eagle Building Maintenance, Booth 51 
Eden W.E.R.C.s, Booth 50 

Embroid Me, Booth 113 

Express Personnel, Booth 28 

Flyte Tyme Worldwide, Booth 89 
Garden Theatre Inc., Booth 12 
Genworth Financial, Booth 46 

Gevity, Booth 3 

Giraffe Tech LLC, Booth 68 

The Goddard School, Booth 2 

Grand Bank, Booth 57 

Hamilton Jewelers, Booth 29 

Harrison Conference Center, Booth 105 
Harwill-Express Press, Booth 60 
Homes & Land Princeton, Booth 79 
Homewood Suites by Hilton, Booth 112 
Hopewell Valley Bank, Booths 34 & 61 
Hopewell Valley Vineyards, Booth 107 
Interior Plants Inc., Booth 10 

JRG Termite and Pest Control, Booth 23 


Koi Spa Salon, Booth 82 

Le Tip of Princeton, Booth 42 

David Lerner Associates, Booth 16 
Liberty Mutual, Booth 62 

Long and Foster Real Estate, Booth 43 
Lorelei Personnel inc., Booth 54 

Main Street Siding, Booth 67 

Mason Display Innovations, Booth 110 
Elizabeth Massa Photography, Booth 90 
McGraw-Hill Credit Union, Booth 30 
Mercer Corporate Interiors, Booth 14 
Mercer Economic Opportunity, Booth 103 
Monday Morning Flower, Booth 72 
G.R. Murray Insurance, Booth 33 
Nassau Broadcasting, Booth 4 

Nassau Inn, Booth 104 

185 Creative LLC, Booth 90 
1-800-Got-Junk, Booth 7 

Paint Pro, Booth 22 

Palmer Square, Booth 104 

Personal Shopper, Booth 74 

Premiere Hotel/Doubletree, Booth 108 
Princeton Computer Support, Booth 27 
Princeton Forrestal Village, Booth 78 
Princeton Fuel Oil, Booth 6 


Princeton Staffing Group, Booth 75 
RCH Printing Inc., Booth 21 

RWJ Conference Center, Booth 55 

Red Green Blue True Color, Booth 113 
SHM Mailers, Booth 26 

Saums Interiors Inc., Booth 73 
Sign-A-Rama of East Windsor, Booth 95 
R.P. Sobol & Co. LLC, Booth 56 
Synnestvedt Lechner Woodbridge, Booth 37 
Team Link, Booth 88 

Third Federal Bank, Booths 45 & 47 
Tooth Fairy Dental Spa, Booth 81 

UBS Financial Services, Booth 32 

U.S. 1 Publishing Company, Booth 101 
Verizon, Booth 41 

Wachovia, Booth 40 
WithumSmith+Brown, Booth 63 
Yardville National Bank, Booth 9 


Food, Drink, Fashions 


Camillo’s Cafe 

Chez Alice 

Crossing Vineyards and Winery Inc. 
The Dandeline Shop 

Lord & Taylor 

Mehek Indian Restaurant 


Chauncey Conference Center, Booth 105 §©=KFR Communications, Booth 93 Princeton Healthcare, Booths 24, 71 The Original Soup Man — 
Contempo Press Inc., Booth 39 Karsay Coffee, Booths 84 & 86 Princeton Marriott, Booth 109 Salt Creek Grill 
CrossRoads Counseling, Booth 13 Kelly Services, Booth 11 Princeton Networking Group, Booth 65 Tre Piani 
: Witherspoon Bread Company 
Customized Benefit Solutions, Booth 5 Knoll, Booth 20 The Princeton Packet Inc., Booth 8 
e.comm Technologies, 11 Melanie Lane, Directravel Princeton, 107 Rockingham Princeton Healthcare Systems, Occupa- a 


Continued from preceding page 


Long and Foster Real Estate/Weaver 


Team, 33 Princeton-Hightstown Road, 
Princeton Junction 08550; real estate, 
mortgages, title search, insurance — re- 
gional firm with 200+ offices. Mary Weaver. 
Booth No.: 43. 
609-275-5101 
www.longandfoster.com 


Au Pair Care, 85 Taylor Drive, Fallsington 
19854. Fran Kurz. Booth No.: 69. 


215-736-0705 
fkurz@aupaircare.com 
WWW.aupaircare.com 


The Goddard School, 29 Emmons Drive, 
Princeton Commerce Center, Suite D-20, 


Princeton 08540; child care for ages six 
weeks to five years, also after-school pro- 


grams. Bryan and Tambi Scheff, owners. 
Booth No.: 2. 
609-734-0909 
goddardschool@optonline.net 
www.goddardpreschool.com 


Social Services 


Association for Advancement of Mental 
Health (AAMH), 819 Alexander Road, 
Princeton 08540; community mental health 
center serving children, adolescents and 


adults living in the Greater Mercer County 
area with outpatient services, partial care 
day treatment and supported employment 


services, supported housing/integrated 
case management services, long term care 
services, support group services. Founded 
1974. Trade show representative: Melissa 
Pennell. Booth No.: 77. 
609-452-2088 


info@aamh.org 
www.aamh.org 


Eden W.E.R.C.s (Works, Education & Re- 


source Centers), 1 Eden Way, Princeton 
08540; division of the Eden Family of Ser- 
vices, providing employment training and 
opportunities for adults with autism. 
Richard Alcantara, 609-987-2314. Booth 
No.: 50. 


609-987-0360 609-734-0069 
info@edenservices.org 
www.edenservices.org 


Verizon, 771 Parkway Avenue, Trenton 
08618. Anna Lustenberg, director of exter- 
nal affairs. Booth No.: 41. 


609-771-0035 609-771-4482 


609-275-5925 


215-295-3904 


609-734-0505 


609-452-0627 


Suite 8, East Hanover 07936; a gold Avaya 
business partner for voice and data net- 
work solutions. Hank Kmiecik, senior na- 
tional accounts manager. Booth No.: 31. 
866-832-6326, ext. 5809 973-929-5909 
hkmiecik@ecommt.com 
www.ecommtechnologies.com 


Trade Groups 


Princeton Networking Group, 997 Lenox 
Drive, Lawrenceville 08648; meeting on 
Thursdays at 7 a.m. at 7 Roszel Road, 4th 
floor conference room. Kay Aprea. Booth 
No.: 65 


609-895-3307 609-895-1469 
www.princetonnetowrking.com 


Borough Merchants for Princeton, Box 
584, Princeton 08542; 100 downtown busi- 
ness members, meetings on second Tues- 
days at 8 a.m. at the Nassau Inn. Founded 
1988. Booth No.: 106. 


609-921-0434 609-921-2714 


Le Tip of Princeton, 2564 Brunswick Pike, 
Lawrenceville 08648; meets Tuesdays, 
7:01-8:30 a.m. at the Princeton Inn/Clarion, 
Route 1 South. Jeff Boyarski. Booth No.: 
42. 

609-883-9000 

www.letipofprinceton.com 


Transportation 


A-1 Limousine, 2 Emmons Drive, Suite A-1, 
Princeton 08540-9923; sedans, limou- 
sines, and buses, 800-367-0070, also lo- 
cated in Piscataway and Lehigh Valley. 
Founded 1964. Malcolm Frankel, sales. 
Booth No.: 19. 

609-919-2037 

mfrankel@a1limo.com 

www.a1limo.com 


Flyte Tyme Worldwide, 81 Franklin Turn- 
pike, Mahwah 07430; limousine service, 
based in Mahwah. Founded 1979. Jim Tot- 
ten, director of sales. Booth No.: 89. 

201-529-1452 ext. 7620 201-529-5291 

jimt@flytetymelimo.com 

www. flytetymelimo.com 


AAA Vacation Store, 3495 Route 1 South, 
Windsor Green, Windsor Green, Princeton 
08540; AAA Mid-Atlantic, travel, automo- 
tive, and financial services for members. 
Randy Osborne, manager. Booth No.: 64. 

609-419-1704 609-419-1708 

rosborne@aaamidatlantic.com 

www.aaamidatiantic.com 


609-883-9008 


609-951-9330 


Row, Forrestal Village, Princeton 08540. 
Founded 1980. Gail Boyer, vice president, 
administration. Booth No.: 76. 


201-847-2111 201-847-2112 
gboyer@vtstravel.com 
www.dt.com 


Princeton Fuel Oil, 125 Hovey Avenue, 
Hamilton 08610; heating and air condition- 
ing, residential and commercial. Founded 
1933. Charlie Corbett, sales. Booth No.: 6. 


609-924-1100 609-890-7570 
egriffin@princetonfuel.com 
www.princetonfuel.com 


Lord & Taylor, Quaker Bridge Mall, 
Lawrenceville 08648; fashion show for 
trade show. Christian Cruz, manager. 


609-799-9500 


The Dandeline Shop, 195 Nassau Street, 
Princeton 08542; fashion show — sepa- 
rates, casual clothing, jewelry, acces- 
e9ries. Phyllis Davison. 


€ 159-924-0889 


Tooth Fairy Dental Spa, 503 Plainsboro 
Road, Suite 1181, Plainsboro 08536; 
evening and Saturday appointments avail- 
able, general and cosmetic dentistry, also 
at 365 Clarksville Road, 609-716-7600. 
Founded 1993. Marjan Habibian and 
Nabeem Haseeb, dentist. Booth No.: 81. 

609-799-5577 609-799-6633 

toothfairydentalspa@comcast.net 

www.toothfairydentalspa.com 


Can Do Fitness, 121 Main Street, Princeton 
Forrestal Village, Princeton 08540; club, 
scheduled to open February, 2007. Stuart 
M. Polovoy, owner. Booth No.: 80. 

609-514-0500 609-514-0058 

www.candofitness.com 


CrossRoads Counseling and Communi- 
cations Center, 2 Heathwood Drive, East 
Windsor 08520; individual, couple, pre- 
marital, marriage and family therapy. 
Founded 1985. William Rhoads and Linda 
Kibrick. Booth No.: 13. 


609-448-7333 609-448-1359 


Koi Spa Salon, 125 Main Street, Princeton 
Forrestal Village, Princeton 08540; luxury 


spa, scheduled to open in February, 2007 
Laura Cummins, director. Booth No,: 82. _ 


609-720-0099 609-51 
lcummins@koispa.com oe 
www.koispa.com 


tional Health, 253 Witherspoon Street, 
Princeton 08540. J. Johnson. Booth No.: 
24, 71. 


609-688-3213 609-688-5910 


Camillo’s Cafe, 301 North Harrison Street, 
Princeton Shopping Center, Princeton 
08540; food and entertainment. « 


609-252-0608 


Chez Alice, 5 Palmer Square West, Prince- 
ton 08540; baked goods, salads, catering, 
also at Grounds for Sculpture. 

609-921-6760 

chezalice@aol.com 

www.chezalice.com 


Crossing Vineyards and Winery Inc., 1853 
Wrightstown Road, Box 866, Washington 
Crossing 18977; vineyard, wine store, tast- = 
ing room. Tom Carroll Jr., vintner/owner. 

215-493-6500 

www.crossingvineyards.com 


Hopewell Valley Vineyards, 46 Yard Road, 
Pennington 08534; vineyard, grapes, and 


wine. Founded 2001. Barbara Radzki. 
Booth No.: 107. 
609-737-4465 609-737-8816 


bradzki@hopewellvalleyvineyards.com 
hopewellvalleyvineyards.com 


Mehek Indian Restaurant, 164 Nassau 
Street, Princeton 08542. Sunita Midha. 


609-279-9191 609-279-9292 
www.mehek.us 


Karsay Coffee, 1050 Hamilton Street, Som- 
erset 08875; coffee service for offices, 
restaurants, and delis. Richard Karsay, 
owner. Booth No.: 84, 86. 

732-545-5730 

rich@karsaycoffee.com 

www.karsaycoffee.com 


732-545-8015 


Salt Creek Grill, Princeton Forrestal Village, 
Princeton 08540; upscale, casual Ameri- 
can grill. Opening soon. 

609-419-4200 


Tre Piani, 120 Rockingham Row, Forrestal 
Village, Princeton 08540; fine Italian and 
Mediterranean. James Weaver, chef. 


609-452-1515 609-452-1599 


Original Soup Man, 30 Palmer Square East, 
Princeton 08542. Scott and Lisa Ruddy. 
609-497-0008 


Witherspoon Bread Company, 74 Wither- 
spoon Street, Princeton 08542: fresh 
owned by operators of Teresa's, Mediterra, 
and Pizza Colore. Larry Robinson. 


609-688-0188 
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Oh to Be 14, Way Talented, 


by Kevin L. Carter 


hey have played with Wynton 
Marsalis and at major benefits attended by 
the Governor, and they have a recurring gig 
at Havana in New Hope — and they’re only 
14 years old. 

A couple of years ago, a trio of 12-year- 
olds from Ewing decided that they were go- 
ing to become rock stars. But cooler heads 
prevailed, especially when they realized that 
drums, keyboards, and sax usually don’t sur- 
vive in rock without bass and guitar. 

So they became a jazz band. Drummer 
Tommy Heutmaker, keyboardist Joel Ny- 
gren, and saxophonist Tom Zmuda — all 
now 14 — known as Thursday Night Jazz, 
play music from many different styles and 
subgenres of jazz, ranging from Duke 
Ellington to John Coltrane to Grover Wash- 
ington Jr., Spyro Gyra and Dave Koz. “We 
just decided to start playing one day,” says 
Heutmaker. “But we didn’t have the right in- 
struments to play rock. So we started playing 
jazz instead.” 

Thursday Night Jazz is the winner of U.S. 
|’s second annual band contest and will pro- 
vide the entertainment at the U.S.1 Break- 
down Party at the Greater Princeton Cham- 
ber of Commerce Trade Fair, Friday, Octo- 
ber 6, 3 to 5 p.m., at the Westin Hotel 

Ata pancake breakfast at Parkway School 
in Ewing, according to Jan Zmuda, Tom’s 
father, they were “discovered” by Com- 
merce Bank executive Merrill Howe, who 
invited them to perform at Commerce’s 
branch in Ewing. 

Since then, the trio has performed at sev- 
eral benefits such as the Lawrence Neigh- 
borhood Service Center Awards Gala in fall, 
2005, where they played with Wynton Mar- 
salis, and the inaugural benefit for the Mer- 
cer Alliance to End Homelessness, held Sep- 
tember 24 at the home of publishing execu- 
tive Timothy M. Andrews — the guests in- 
cluded Governor Corzine, Trenton mayor 
Doug Palmer, and Princeton University 
president Shirley Tilghman. Other area ap- 
pearances include several Trenton 2Nite per- 
formances in downtown Trenton and the 
Mercer County Chamber luncheon in Au- 
gust. The band also has 
recurring gigs at Ha- 
vana in New Hope and 
the Trenton Country 


Club. 
Zmuda, the front- olds decided that 
man for Thursday 


Night Jazz, says it was 
the trio’s band teacher 


A couple of years 
ago, a trio of 12-year- 


they were going to 
become rock stars. 


play a sax-keyboard duo at a family holiday 
gathering. “We were only planning to play a 
couple of songs,” says Nygren. Both Nygren 
and Zmuda enjoyed playing together, as well 
as the reaction they got from listeners. 

They decided to ask Heutmaker to join in. 
“We knew Tommy played drums, and he 
was a cool guy,” Zmuda says. That settled it. 
The band then came together to prepare for a 
talent show in Ewing, then played for Com- 
merce Bank — and were off and running. 

Jan Zmuda operates an environmental con- 
sulting business out of his 
home. His wife, Charissa, is 
an executive at Educational 
Testing Service on Rosedale 
Road. It’s Jan Zmuda who 
has been serving as the 
band’s manager, public rela- 
tions man, booking agent, 
and chief roadie. According 
to the older Zmuda, it’s also 


at Fisher Middle ~— But cooler heads his role to shield the kids 
oe sc Ape, prevailed. from a lot of the bad influ- 
ee ences and pettiness that of- 
ing them about jazz 


All three are now 

freshmen at Ewing High School. The guys 
say they have been friends a long time, most 
of their 14-year-old lives, which, to them, is 
a long time. They also say the connection 
helps them as musicians. 


1% name is simple: the trio practiced a 
lot of Thursdays during their first year to- 
gether. Now, however, it’s hard for them to 
even practice on any nights they’re not gig- 
ging. Both Zmuda and Nygren play soccer 
for Ewing High. Heutmaker plays club hock- 
ey in Ewing, and Nygren also plays key- 
boards for the worship band at the Princeton 
Presbyterian Church, which the family at- 
tends. 

The three also play saxophone in Ewing 
High’s marching band. This means that in 
addition to their gigs, they have to spend at 
least one afternoon or evening a week at their 
school’s football games. 

Zmuda and Nygren were the first to play 
together. Friends at Antheil Elementary, the 
two had been playing in the school’s music 
program since third grade. Zmuda wanted to 
play saxophone, so he took the road quite of- 
ten traveled by saxophonists — he started 
playing what musicians know as the “misery 
stick,” the clarinet. “I started playing clarinet 
in third grade so I would get the chance to 
play saxophone in fifth grade,” Zmuda says. 

Nygren had been playing piano since he 
was in fourth grade, because his older sister 
had been playing. He and Nygren got togeth- 
er two years ago around Christmas season to 


ten surrounds musicians and 
the music industry. 

Nygren’s father, Tom, is executive direc- 
tor of Aluka, a project located on Alexander 
Street in Princeton that aims to create a sus- 
tainable digital library of scholarly resources 
from and about the developing world, espe- 
cially West Africa. Nygren’s mother, Janet, 
is a homemaker. She says that her son has 
been affected positively by his experience as 
a musician. “It’s been great for us to watch 
his progress as a musician and as a person,” 
she says. “I am not sure if it has made him 
more outgoing but I have seen that his sense 
of responsibility has increased, and he has a 
matured noticeably.” 

Heutmaker’s dad, Mike, is an electrical 
engineer, and his mother, Pam, is a home- 
maker. 

Part of the maturity Janet Nygren, and all 
of the trio’s parents, see in the musicians is 
their willingness to perform at charitable 
functions. Tom Zmuda says that he enjoys 
these gigs more than most any other. 

The musicians are quite astonished at the 


Big Time: Thursday Night 
Jazz has played for dozens 
of benefits, including one for 
the Lawrence Neighborhood 
Service Center, in the fall, 
2005, where they were join- 
ed by Wynton Marsalis. 


and Completely Unjaded 


Smooth Jazz: Joel Nygren, left, Tom Zmuda, 
and Tommy Heutmaker are already playing 
venues like Havana in New Hope. 


Hear them Friday, October 6, during the U.S. 1 
Breakdown Party from 3 to 5 p.m. at the Westin. 


amount of work and publicity they have been 
getting. Heutmaker, the most reticent of the 
three, is enjoying his life as a musician. “T get 
to go a lot of places and do a lot of things I 
would never be able to do if I weren’t a musi- 
cian,” he says. 


H eutmaker says he has not yet cultivat- 
ed a taste for specific jazz drummers. Nygren 
is a fan of keyboardists Herbie Hancock, Th- 
elonious Monk, and Billy Joel. Especially 
Billy Joel. “I like the way he writes his songs, 
and I like his style.” Zmuda is fond of saxo- 
phonist Marion Meadows, whom he has met, 
as well as saxists Eric Marienthal, and tradi- 
tional players such as John Coltrane and 
Sonny Stitt. 

Thursday Night Jazz has not yet begun to 
compose its own music but Nygren says he is 
hopeful that the band will do so, and, indeed, 
that it will stay together long enough for its 


compositional skills to develop to that level. 
“T hope that one day we can perform our own 
music,” he says. “It’s going to take a little 
time, of course, but I’m sure we’ ll be able to 
produce as much music as we want to.” 

Since all three musicians play saxophone 
in the Ewing High band, Zmuda says that 
helps their musical and emotional communi- 
cation when they are onstage. “We all under- 
stand and know how it is for each other. Joel 
and Tommy know how hard it is to play sax- 
ophone, Joel and I know how tough it is to 
play drums, and Tommy and I know how 
hard it is to play piano.” 

Even though the members of Thursday 
Night Jazz are not rock musicians, they are 
sort of rock stars in their own circles. Since 
they just entered Ewing High, they are not 
well-known at their new school. But among 
their former classmates at Fisher, they are the 
talk of the town. “A lot of people in our class 
know who we are,” Nygren said. “It’s cool.” 
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Does your company need 
tenant representation? 


« It will cost you nothing 


» It will save you time and money 


«It helos ensure that your long-term needs 
will be anticipated 


« We will conduct an extensive search and evaluate 
all appropriate properties 


« We will present a financial analysis of the options 
» We will make recommendations 


» We will negotiate the transaction to ensure you get 
the best deal possible 


Gerard J. Fennelly 
President 
NAI Fennelly 
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With over 300 offices worldwide, 
in 40 countries, we have the people 
and resources to handle all of your 

real estate needs around the world. 
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Charles J. McCourt John R. Comp Andrew S. Weinstein 
Vice President Vice President Corporate Services 
Corporate Services Corporate Services NAI Fennelly 
NAI Fennelly NAI Fennelly 

Ibis Plaza 

3525 Quakerbridge Road 


Hamilton, NJ 08619 


NAl Fennelly 609 520 0085 


Commercial Real Estate Services, Worldwide. Www. fennelly.com 
| Video: fenneliyproperties.com 


